s” for 


‘ol. 21, No. 2995 


| The junking of thousands of 
autos every week makes the old car 
zhat will still run the “tin” you love 


vo touch. 
* ca * 


Aqnopoly 
A Socony survey indicates that 
“~o one has a corner on the oil in- 
ustry. That was before the labor 
unions cut off the supply for the 
fidwest, stranding thousands of 
workers who depend on cars. 
* * * 


vead Quota Raised 


Lead allocations for the fourth 
‘uarter have been increased 9,500 
tons by WPB. 

Principal beneficiaries of the 
‘oost include makers of auto re- 
placement batteries, white lead for 
paint, cable coverings, solders and 
ollapsible tubes. 

* 


Right 

Southern dealer’s note 
ployes: 

1941—The customer was always 
right. 

1942-44—-The customer was often 
eft. 

1945———-Unless you make the cus- 
tomer right, we won't have a cus- 
omer left. 


* * 


to em- 


* * * 


Siant Peace Arsenal 


Uncle Sam is going to spend 
seven million bucks to convert 
Shrysler’s tank arsenal in Detroit 
into a giant combat and transport 
vehicle testing laboratory. Bids for 
che expansion are expected to be 
asked about Jan. 1. 

Uncle added that Chrysler saved 
the federal purse some $75,000,000 
during the war, which more than 
paid for the arsenal. 

* * * 


Nice Stuff 


Whether unions are running the 
government or the government is 
running the unions was brought 
into sharp focus last week at the 
annual convention of the Michigan 
Trucking Assn. The truckers had 
complained bitterly that loss of 
time and the consequent extra cost 
™ of sending single trucks to filling 
stations designated by the union 
strikers was making it prohibitive 
them to haul essential food- 
stuffs and other critical cargoes. 

In the middle of the convention 
meeting, union officials sent word 
to association members that, if 
they would individually call on the 
union officials and prove that they 
were and would only haul essential 
cargoes, union officials would give 
each okayed trucker permission to 
have gasoline delivered to the truck 
*operator’s bulk tanks. 


The Newspaper of the Industry 


Dealers Prepared 
To Contest Any 


Discount Cut 
NADA Has Figures, 


Promise of Congress’ 


Help to Battle OPA 


By William Ullman 
Washington Correspondent 


WASHINGTON. — The 
question of whether drastic 
automobile factory wage in- 
creases would have any effect 


on dealer discounts came in 
for wide discussion in Washington 
during the past week. 

Maiority opinion seems to be that 
the situation would be governed 
largely by the size of any increases 
and also the willingness of facto- 
ries to go to the mat for dealers in 
tacking any boost to retail prices, 
rather than absorbing the increases 
themselves. 


A common story around town 
is to the effect that the Admin- 
istration would like to see wage 
increases of around 10 percent 
agreed to by big employers who, 
in turn, would take a chance on 
the Administration granting price 
increases to cover the advance. 

It is understood that while auto- 
mobile manufacturers, individually, 
have not gone on record as to 
whether they would take this gam- 
ble, other industrialists have in- 
formed Economic Stabilizer Snyder 
that they are now about to agree 
to any such plan. They want a dis- 
tinct understanding before grant- 
ing wage increases that selling 
prices will be advanced accord- 
ingly. 

The question which concerns the 
automobile dealer in this connec- 
tion, however, is whether any in- 
crease would be to the manufac- 
turer alone or would be passed on 
to the buyer. 

Any attempt to grant an increase 
to the manufacturer at the expense 
of the dealer would be almost cer- 
tain to cause one of the finest 
ruckuses witnessed around the 
capital in years. Congressmen, who 
have been made aware by NADA 
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Gas Strike Is Threatening 
To Paralyze Dealerships 





I 


of the dealer condition, it is said, | 


are ready if such a plan appears 
imminent to go into every phase of 
the returns in all departments of 
the automobile business. 

Insistent demands, it is under- 
stood, would be made for com- 
plete public investigation of the 
earnings of everyone connected 
with the trade. Workers, material 
suppliers, dealers and manufac- 

(Continued on Page 31, Col. 1) 


"Bennett Replaced by Bugas; 


Bricker Heads 


DEARBORN. Harry Bennett, 
“Little Giant” of the Ford Motor 
Co. for 27 years, was replaced last 
week by John S. Bugas as indus- 
trial relations director, it was an- 
nounced by Henry Ford II, who 


John Bugas 


In & Out 


;and 


Harry Bennett 


Ford Output 


rose to president of the company 
a week ago. 


| 


W. E. HOLLER (right), who is resigning as general sales manager of Chev- 
rolet, congratulates Thomas H. Keating, who will assume the post on Oct. 16. 
Holler is retiring to live in Florida. He is being retained in a consulting capac- 

o>————— qu 


ity by Chevrolet. 
* 


Holler Resigns; 
Keating Heads 


Chevrolet Sales 


DETROIT. — William E. Holler, 
Chevrolet’s master salesman, re- 
signed last week and was succeeded 
by Thomas H. Keating, who has 
been assistant general sales man- 
ager since 1937. 

It was pointed out by close 
friends that Holler has wanted to 
retire for some time but stayed on 
because he considered it his duty 
to see his dealers through the diffi- 
culties that the war brought. 

Under Holler’s jurisdiction, 
Chevrolet dealers have sold al- 
most 12 billion dollars worth of 
new and used cars and trucks, 
parts and accessories—with the 
ears and trucks alone mounting 
to more than 22 million units. 

Holler will retire to live at his 
home in Florida, but he is retained 
in a consulting capacity to Chev- 
rolet on its sales and merchan- 
dising problems. 

Keating. who will assume the 
post of general sales manager on 
Oct. 16, joined Chevrolet as a 
record clerk in New York City on 
July 23, 1917, and has served in 
various capacities as factory rep- 
resentative, city and zone sales 
manager, regional manager, to 
become assistant general sales 
manager on March 1, 1937. 

He first was in charge of used 
cars, later shifting to new cars and 
assisting Holler on the development 
of dealer policies. 

It was typical of Holler that on 


Bennett, however, “will serve in| the day his resignation was an- 


a consulting and advisory capacity 
and continue as a director,” Ford 
said. “Bennett’s excellent back- 
ground and knowledge gained 
through long association with the 
company, will prove valuable to us 


iin our future operations.” 


Ford also announced the com- 


pany is planning to build four large | 


assembly plants as soon as possible 
listed these other personnel 
changes: 

M. L. Bricker, who was super- 
intendent of Willow Run, has 
been placed in charge of both 
productive and non-productive 
manufacturing. R. R. Rausch, 
superintendent of the Rouge 

(Continued on Page 10, Col, 1) 


nounced he was engaged in an all- 


day meeting with Chevrolet re- 
gional managers. 
(Continued a Cal; } 


on Page 


Gas Famine Menaces 


Detroit Dealerships 
DETROIT.—The gasoline 
strike reduced dealer business in 
the Detroit area to unpreceden- 
ted lows last week. Complete 
paralysis looms if the gas short- 

age continues this week. 
Service volume fell 50 to 75 
percent. Gasless_ wholesalers 
Were unable to deliver parts. 
Used-car sales also slowed down. 
LL 


Many Changes 


Are Listed for 
1946 Pontiae 


rONTIAC. Incorporating 
numerous advancements in appear- 
ance and engineering, and backed 
by the largest expansion program 
in the company’s history, the 1946 
Pontiac was revealed publicly last 
week by H. J. Klingler, general 
manager. 

Klingler set Pontiac’s sales and 
production goal as a half million 
cars in the first year of full pro- 
duction. 

Advanced styling is emphasized. 
Dominated by the Silver Streak, 
the frontal appearance features 
massiveness, enhanced by a newly 
designed grille, relocated parking 
lamps and heavier bumpers ex- 
tended in a sweeping curve to 
protect the forward fender skirts. 

Twenty - seven mechanical ad- 
vancements are listed. Of these, 
Klingler said: 

“Mechanically, the new Pon- 
tiac contains as many functional 
improvements as have ever been 
offered the public in any model 
year. All have been completely 
tested and found desirable. We 
have avoided change merely for 
the sake of change and have 
applied the yardstick of function- 
al value to every step the engi- 
neering department has taken.” 

The rear bumpers match the 
front in massiveness and sweep 
forward to protect the rear fender 
skirts and completing the overall 
pattern of “forward thrust.” 
Chrome bead moulding at knee 


__(Continued on Page 34. Col. 1) 


1946 PONTIAC two-door sedan coupe, ; 
skirts, front and rear. Chrome bead moulding at knee height 
Pontiac’s goal is half a million cars in the first year of 


production. See other photos on Page 34 


und rear fender skirts 


—> 


Feeder Tieups 
Close Willys 


Chrysler, UAW Meet 
On Wage Demands; 
Nash, Dodge Reopen 


By Mac Gordon 
Statf Writer 


DETROIT.—Strikes in the 
oil and parts industries posed 
new barriers for 1946 vehicle 
production Friday. 


Willys-Overland suspended 
operations on jeeps Thursday be- 
cause of feeder plant strikes. Ford's 
stoppage, also caused by parts 
shortages, entered its third week. 
Hudson remained strikebound by 
the walkout of 500 foremen. 


Auto plants and dealerships 
were beginning to feel the effects 
of the Midwest fuel drouth as 
the widespread CIO oil workers 
strike continued. With retail gas 
outlets closed, absenteeism 
mounted in many plants. In some 
instances, Ford notably, fuel 
stocks for heating units were 
acutely low. 

If the peace talks in Washington 
fail, the CIO Oil Workers union has 
threatened to call a nationwide 
walkout. With shop volume already 
severely reduced in the Midwest. 
extension of the strike would par- 

alyze dealer business throughout 
the nation. 

The UAW-CIO filed petitions 
for strike votes at Chrysler and 
General Motors, and is expected 
to request a strike ballot at 
Ford today (Oct. 1). The Chrys- 
ler vote is slated for Oct. 24, with 
the GM ballot due the day after. 

After negotiations with UAW 

officials last week, the Chrysler 
management is studying 10 union 
demands in preparation for the re- 
sumption of the talks Thursday. 
A 30 percent wage boost tops the 
list of demands. 

Although total labor peace was 
still far off in the auto industry, 
the conclusion of strikes and the 
resumption of output at Nash in 
Kenosha, Wis., Murray Corp. and 
Dodge Truck here and Goodrich 
in Akron gave room for optimism. 

The Kelsey-Hayes strikers were 
to meet Friday night to take a 
back-to-work vote. Observers be- 
lieve that termination of this six- 
week-old strike will pave the way 
for the end of a host of other 
minor disputes. 

Ford, still shut down because 
of strikes in feeder plants will 

be unable to reopen even if the 
Kelsey strike ends, spokesmen 
said. Resumption of work at 


(Continued on Page 30, Col. 4) 
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Retailers May Be Bypassed .. . 
ON 


NADA Warns Dealers 


Of Finance 


WASHINGTON. — Following re- 
cent stories in Automotive News 
on competitive drives for the auto 
finance business, NADA’s postwar 
planning committee warned last 
week of a threat to the dealers’ 
revenue. 

The threat, says R. L. Ledter- 
man, head of the committee, 
comes from banks working with 
insurance companies who at- 
tempt to bypass the dealer and 
go directly to the public. 

(Automotive News found in check- 
ing with dealers that they would 
resist strongly every attempt of the 
banks to go directly to the public. 
The only bank plan that would be 
acceptable would be one that work- 
ed through the dealer and offered 
him an ail-around service.) 


The way to resist direct bank 
loans, says Ledterman, is “to edu- 
cate automobile buyers in the value 
of arranging their financing 
through the dealer at the time of 
buying a car. 

“Likewise, dealers must make 
clear to car buyers that they would 
appreciate having the financing 
arranged at the time of purchase, 
just as they would like to have 
customers use their dealers to 
purchase tires, radios and repair 
service. 


“Financing should be sold as 
part of a complete package of 
products and services that auto- 
mobile dealers offer their cus- 
tomers.” 


New car financing, the NADA 
spokesman pointed out, is an old 
and established relationship be- 
tween dealer and customer, and is 
the source of much badly needed 
income to many dealers. The inva- 


Scoville Leaves 


Chrysler Corp. 


John W. Scoville announced last 
week his resignation as chief stat- 
istician of Chrysler to enter private 
practice as a 
consulting econ- 
omist and statis- 
tician, and to lec- 
ture and write on 
economic 
subjects. 

Scoville is a 
graduate of Syra- 
cuse University. 
Before _ enter- 
ing corporation 
statistical work 
with the Amer- 
ican Writing 
Paper Co. at Holyoke, Mass., in 
1918, he was engaged in teaching 
mathematics and physics in high 
schools in Syracuse and New York 
City. He came to Detroit in 1921 
as Statistician for Maxwell and 
became chief statistician of Chrys- 
ler when it was organized in 1925. 


John Scoville 





Threat 


sion of this territory by banks, if 
persisted in, he said, is quite likely 
to have far-reaching effect on 
banker-dealer relationships. 


Comment was general at the 
meeting that bankers were likely 
to feel the new-found strength 
of dealers throughout the nation, 
it was stated. One suggestion 
said to have been made was that 
dealers mince no words in advis- 
ing their local banks as to their 
attitude toward this threatened 
invasion of their established field. 

A practical program designed to 
keep control of financing needs was 
recommended by the NADA com- 
mittee as follows: 


;——_— the dealer that many 
of them have contributed to the 
probable loss of this business to the 
bank by exacting excessive reserves 
and insurance rates which some- 
times reach usurious proportions, 
by the padding process. This prac- 
tice is usually encouraged by the 
small, local finance companies who 
offer a plan just as flexible as the 
dealer desires. This practice is not 
countenanced by the larger inde- 
pendent finance companies or by 
those finance companies who offer 
their business facilities nationally. 


Educate dealers in the economic 

value of the retail function they 
perform by selling financing with 
necessary insurance to the car 
buyer. 


3 To educate dealers in the impor- 

tance to them of retaining the 
small profit they realize, through 
the dealers reserve, from the retail- 
ing of financing service. 


To educate the consumer, 
“© through the dealer, in the desir- 
ability of securing his financing 
service from the same dealer who 
selis him his car, accessories, parts, 
repairs and maintenance service. 


= To make clear to consumers 
0 that when they finance through 
a bank, they are taking away 
business from their favored dealer 
just as much as when they buy 
parts and even cars from some 
other dealer. It will be well to 
remind the buyer that should he 
borrow from the bank, he creates 
an obligation with that bank that 
will affect his further borrowing 
power capacity. 
6 Shows the customers that, when 
they finance through a local 
bank they are getting less service 
than when they use the long estab- 
lished dealer finance company ar- 
rangement 
7 Remind the dealer that it is the 
usual practice of the insurance 
company who earries the risk 
through his regular channel of 
financing, to bring to that dealer 
for repair any car damaged by 
collision. If the placing of insur- 
ance passes from the dealer’s con- 
trol, then the automobiles he has 
sold likewise pass out of his control 
when repairs are needed. 
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L. B. JACKSON, executive vice-president of Firestone Tire and Rubber Co., 
with one of the company’s new wire-corded tires, cut away to show the metal 
fabric of which the curd body is composed. The new tire, designed for heavy 
duty use on trucks, is practically blowout proof, it is said. 


Congress Must Decide Now 
Who is Boss, Rising Says 


DETROIT.—Is the country going 
to run the unions or will the unions 
run the country? 

This is a question raised last 
week by Frank Rising, manager 
of Automotive & 
Aviation Parts 
Manufac- 
turers, Inc., and 
he said that the 
time is near 
when Congress 
must decide. 

Rising said this 
is the only rea- 
sonable conclu- 
sion one can 
reach in view of 
the present labor 
turmoil. 

“Think what Washington and 
public reaction would be, if the 
gasoline companies decided to ra- 
tion their products to their own 
select list,” Rising said. He pointed 
to the furor that would be raised 
if the auto firms decided to shut 
down all operations until labor 
agreed to a wage scale demanded 
by the companies. 

The CIO unquestionably has 
been losing in public esteem, in 
Washington favor, in member- 
ship and in dues, according to 
Rising. He added that neutral 
observers believe that this slip- 
ping prestige and fading popu- 
larity of the union are the imme- 
diate causes for the present tur- 
moil. 

“The question of wage increases, 
10, 15, or 20 percent, is a side issue 
compared to the problem of finding 
assurance that the contracting rep- 


resentatives of the unions have 
both the desire and the power to 
discharge their responsibilities,” 
Rising added. 


Rising said the greatest problem 
is not one of wage rates, but that 
of getting a guarantee that a prom- 
ise once made is kept. 


He said that no matter what 
the wage levels are, a fair day’s 
work must be exchanged for a 
fair day’s pay. Management has 
to have adherence by its em- 
ployes and their representatives 
to recognized rules of shop con- 
duct and to standards of econ- 
omy. 

“The word contract means little 
without assurance from both 
sides,” Rising continued. 


Rising asserted that there isn’t 
any “Management-Labor War.” He 
said it is refreshing to note that 
up to now there have been no “bust 
the union” movements, no secret 
meetings of management to plot 
selfish attacks, no cries of commu- 
nism, no forming of pressure lob- 
bies in Washington. 


“Most of management and the 
majority of the public, believe that 
the employe has a right to contract 
with his employer either singly or 
collectively. But the rules of col- 
lective bargaining have to be better 
framed, better understood, better 
kept,” Rising said. 

He concluded that no one can 
feel any real confidence in the 
future if he must continue to face 
the surly, shifty, snarling type of 
union approach which is causing 
national revulsion today. 


Frank Rising 
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er, New -k; E. A. Shimkat ' 
Omaha; Wam R. Wolf and J. 


L. Miller, jladelphia, and Joh 
F.. Harris, . Louis. 


ar Want Adept., Inside Back Cove 


How Nation’s Cartoonists View Automotive Strike Situatio 
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and the writer's 


SCOUNT selling has plagued 
nany trades, including insur- 
and electric equipment, much 

than it has affected auto- 
mobile retailing. For a number of 
ears both of these trades have 
Gin active steps to correct the 

situation. Discount selling is noth- 
sno new in the world’s merchandis- 
Rng history, for it started in the 
original Egyptian markets thou- 
ands of years before Christ. There 
always have been some who could 
make an article, or render a serv- 
Acc, not quite as good and sell it 
for a little less. 

Such conditions are always best 
mic bring out in the open. 
re When Gordon Harris, the self- 
& styled “discount dealer” located 

<i) New York City, addressed this 
column in defense of this prac- 
tice, we gave it space and invited 
dealers to answer. As I expected, 
many readers of this column 
> have responded. Among the an- 
swers was one I am quoting in 
; its entirety below, from G. W. 

—~ Brandt, general manager of the 
bis Shirley Motor Co. Chrysler- 
Plymouth distributors of Duluth, 
= Minn. It expresses, I believe, the 
thoughts of the vast majority of 
dealers. Other answers to Harris 
will appear in later columns. 

* « * 
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“Poor Mr. Gordon S. Harris 
He got out on a limb, somebody 
sawed the limb off, and now hy 
s wants the tree cut dowr 
Whimpering like a spoiled 
brat, he wails: ‘If I cant 


new automobiles, no dea 
should be _ permitted to 
them.’ 


“Judging from his letterhes 
(New Cars—All Makes At 
Discount), Mr. Harris is the 
type not liked by the trade, and 
by his own admission (‘I've 
handled thousands of new cars’) 
must have made his living for 


_ 








quite some time selling auto- 
mobiles. 
“But now that = franchised 





dealers will be able to sell all 
the new cars they receive from 
their factories for several years 
to come, thereby putting the 
skids under ‘discounters,’ Mr. 
Harris is suddenly seized with 
a religious fervor to do some- 
thing for ‘mankind.’ 

“Provoked because he can’t 
continue his tactics any longer, 
he wants to put forty thousand 
dealers out of business, along 
with several hundred thousand 
men and women whose jobs are 
dependent, directly and indirect- 
ly, on this type of retail outlet. 

© ” * 
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Still Must Sell 

“Mr. Harris is undoubtedly 
correct in his assumption that 
the product is more important 
than the dealer. Nevertheless, if 
he polled a cross-section of the 
driving public, he would defi- 
nitely ascertain that a great 
percentage of them buy cars 
from a certain dealer because 
of the excellent business and 
Service relations they have ex- 
perienced with that dealer. Ir- 
respective of the quality built 
into any automobile, it still has 
to be sold to the public, and it 
takes a dealer body, and a retail 
sales organization to perform 
that function. 

“Naturally, Mr. Harris doesn’t 
appreciate that fact. Selling 
‘New Cars — All Makes — At a 
Discount,’ he never did any 
basic selling. He permitted the 
legitimate dealers and _ their 
‘headachey and heartachey’ 
salesmen to do the selling job, 
and he, with his ‘new cars at a 
discount’ salesmanship, stepped 
in and tried to get the order. 

“The executives of our auto- 
mobile factories are far above 
the average in business astute- 
ness, and know as much, or 
more, about the buying habits 
of the American public as any 
group of industrialists in the 
country. They know that it takes 
a dealer organization and retail 
: salesmen to successfully mer- 
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Dealers’ or salesmen’s comments, questions 


addressed to John O. Munn in care of Automotive News, Detroit, 


fame will be kept In confidence if requested. 

















or requests may be 


chandise automobiles. If they 

didn’t believe this with all their 

heart and soul, they would have 

adopted some other merchan- 

dising system long before this. 
* * * 


The Buyer’s Side 

“Although Mr. Harris wants 
new cars sold direct to the 
consumer by the factory, he 
neatly ducks the issue as to 
how the delivery is to be ef- 
fected. Presumably, he expects 
the delivery to be made at the 
factory. Certainly, if the various 
factories have to establish retail 
stores, it would preclude giving 
the buyer a discount. 

“If, as Mr. Harris apparently 
intends, the buyer must accept 
delivery of his new car at the 
factory, the buyer will naturally 
have to stand the expense. He 
will have to pay for the pre- 
delivery service. He will have 
to pay to have his new car 
washed and polished. He will 
have to pay his own railway 
fare to the factory, his own 
hotel bills, his own food bills. 
He will lose from a week to 10 
days from his business or job, 
and by the time he arrives back 
home, he'll have spent three 
times the saving in freight. 
Then, by the time he gets all 

« ‘bugs out of his new car, 

wn expense, his discount 

bout all gone. 

Harris shows a decided 
knowledge about the 
public when he prac- 

s it compulsory for 

k their new car from 

Mr. American Buy- 

to see, feel and drive 

he is considering, 

* American Buyer wants 

ose the color and the up- 

holstery, not from pictures, but 

from a salesroom full of new 

automobiles. Furthermore, Mr. 

and Mrs. Buyer may want to 

look at several makes of cars 

in order to decide which car 

best suits their requirements 

and pocketbooks. They can’t do 

this without local dealer repre- 
sentation. 


“We mustn't criticize Mr. Har- 
ris too severely because of his 
lack of understanding the buy- 
ing public. Selling ‘all makes of 
cars at a discount,’ he has en- 
countered only a small minority 
of buyers known as ‘chiselers.’ 
He hasn’t had the opportunity 
of meeting the great majority of 
Americans who believe in the 
axiom of ‘living as well as let- 
ting others live. By the same 
token, his under-estimation of 
the legitimate retail automobile 
dealer is also understandable. 
He bought his cars from a 
minority of unethical dealers. 
He never got acquainted with 
the legitimate dealer, and there- 
fore can’t realize the respect 
they receive in their various 
communities. 

* * * 


What About Used Car? 

“Mr. Harris doesn’t divulge 
what the prospective buyer will 
do with his used car. It’s a 
lead-pipe cinch the manufac- 
turer isn’t interested in going 
into the used car business. Ap- 
parently, Mr. Buyer will be com- 
pelled to lose some more of his 
‘discount’ by selling his car for 
less money than he would have 
ordinarily received on a trade- 
in 


ir 


Vv 


“Mr. Harris also contends that 
cars require very little service 
today. Well, we do have the 
world’s best automobiles but 
they do require service. Of 
course, his contention is again 
based on his peculiar method of 
doing business. With his mer- 
chandising philosophy of ‘T'll 
give it to you at a discount,’ 
he never rendered any service 
to his buyers. His ‘discount’ 
carried with it the unspoken but 
definitely understood admonish- 
ment — ‘You’ve got everything 
that’s coming to you, brother, 
(Continued on Page 28, Col. 1) 





ROBERT LOWE, 


interviewed for a mechanic apprentice trainee by 
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Dealers tell me 


By John 0. Munn 


veteran of 63 combat missions in the 





Pacific and winner 
«f the Distinguished Flying Cross and Air Medal with six clusters, is being 


Mrs. Gladys E. Walker, 


executive secretary of Dallas Automotive Trades Assn. The Dallas association 


has been active in rendering service to returning veterans. 
personally interviewed 322 veterans and has placed many of these men 


Mrs. 
in 


training since the program was approved last March. An Apprenticeship Council 


was appointed by Clifton Dennard, president of the association, consisting of | 
Bogue and I. 


D. L. Johnson, chairman; Harry 


W. Walls to cooperate with 


C. H. Culpepper, local area supervisor of Apprentice Training Service of the 


War Manpower Commission. 


Ind. Dealers Ask Ceilings 





Be Removed on Tradeins 


INDIANAPOLIS. — Since MPR 
540 cannot be enforced on _ indi- 
viduals, OPA would be “unfair” to 
impose used-car ceilings when used 


cars are taken as part payment! 


in new-car sales, the Automobile 
Dealers’ Assn. of Indiana declared 
last week. 

Commenting in its official publi- 


;operate satisfactorily on the 


cation, the association also loosed a | 


blast at MPR 594, the formula for , —— 
Milwaukee Assn. 


determining new-car prices. MPR 
594 was described as ‘“unquestion- 
ably one of the most burdensome 
and detailed regulations ever to 
come out of Washington.” 

The association warned that 
the new regulation will continue 
to involve dealers in extensive 
record keeping and further con- 
trol their business. Should MPR 
594 be retained for some time, 
the association forecast that 
MPR 510 would also continue, 
since they are “interlocked.” 

In correspondence to the associa- 
tion, Thomas H. Wilson, assistant 
executive vice-president of NADA, 
said: 

“I think Mr. Bowles has been 
pretty smart in the move he has 
made which places the responsibil- 


Ga. Parley Nov. 8 
In Atlanta 


ATLANTA.—The annual conven- 


several committeemen will 


club, according to L. L. Austin, 


association secretary. 





Pa. Dealers Vote, 9 to 1, 


For Regulation W 

HARRISBURG, Pa.—Pennsyl- 
vania dealers are voting 9 to 1 
in favor of retaining Regulation 
W, PAA Manager Claude Klugh 
reported Friday. 

Two years ago 84 percent of 
PAA members favored the cur- 
rent regulation. Dealers fear 
credit inflation if it is rescinded. 


} 
} 








NEARLY 500 DEALERS attended the banquet of the 
Statler hotel in Boston Sept. 
and commended them for their contribution 


convention at the 





ity and perhaps the onus of any 
consideration of dealer discounts 
upon the factory. 

“As matters now stand, the dis- 
count is established at prewar fig- 
ures and will not be disturbed un- 
less manufacturers should be able 
to prove to OPA that they cannot 


billing prices.” 


May Ask Reduction 
In U. C. Ceilings 


MILWAUKEE.—Direct appeal to 
the OPA is being considered by di- 
rectors of the Milwaukee Automo- 
bile Dealers Assn. in the problem 
of ceiling prices on used cars com- 
pared to the price tags on the 1946 
models. 

The inequitable relationship re- 
sults from a recent statement by 
OPA Administrator Chester 
Bowles that most of the 1946 out- 
put will be price marked close to 
the 1942 retail level. Yet the ceil- 
ing prices on late model cars of 
the forties are at premiums rang- 
ing from $100 to $390 above the 
original selling price. The 1 per- 
cent a month charge for storage 
and other charges now totals 
about 36 percent. 


It is true that the OPA allows 
tion of the Georgia Automobile | dealers to drop the ceiling 4 per- | 
Dealers’ Assn. has been scheduled | cent every six months on models 
for Nov. 8 at the Ansley hotel here. | manufactured before 

Directors of the association and | dealers feel that a sharper decrease 
meet |is necessary and that the '42 ceil- 
Nov. 7 at Atlanta’s Capital City |ing will have to be cut also to cre- 


1942. 


ate a sound price structure, the} 


| association added. 


The other solution to the problem | 
|would be a sharp increase in new 
|model prices that would compen- } 
| sate for the accrued charges for 
;storage that have placed the cars 
made in the last year of produc- ; 
tion in the high brackets. Such a | 4er Appendix B. 
new model price rise is not looked | 





for in the industry. 


| The Milwaukee dealers 


! 


Walker has | 


1942 | 


But 


have | discount, 





Dealers Lodge 


| Strong Protests 


On Ceilings 


WASHINGTON. - Strong protests 
against certain sections of both 
MPR 594 and MPR 540 have been 
lodged with OPA by several indi- 
vidual members of the motor ve- 
hicle dealers advisory conimittee, it 
was learned by AtTomotive News 
last week. 

Details of the protest, contained 
in an extended letter sent to OPA 
subsequent to the recent meeting 
of the committee here, have not 
been made public, but the sub- 
stance of them is known and here- 
with is summarized. 

Complaints against provisions of 
MPR 594 are largely technical but 
important. However, there is noth 
ing technical about the kicks 
| against MPR 540. The members ot 
the committee say just as bluntly 
'as possible that the ceilings on 
used automobiles should be revoked 
without delay. 

One of the strongest points made 
in the complaint against mainte- 
i'nance of used-car ceilings is that 
veturning service people are raising 
a storm about high prices for old 
cars. 

Most service people sold their 
cars cheap when they went into the 
service. Now they are insisting that 
| their cars were bought up by high- 
|ly paid war workers in this coun- 
‘try who are trying to sell them at 
top prices and are being aided in 
(this by OPA. 

This protest is in line with re- 
ports received from dealers in 
/many parts of the country, accord- 
|ing to an NADA spokesman. 
| The general feeling in Washing- 
ton at the moment is that OPA 
| soon will revoke the used-car price 
ceiling order. It is hard to justify 
at this time, opponents say, and it 
will be still harder to justify when 
new cars begin rolling, since it arti- 
ficially pegs prices at a level higher 
than justified. 

Here is the substance of the com- 
| plaints against MPR 594: 
| In a statement accompanying the 
order, it is stated that maximum 
|prices of resellers for cars priced 
under the first and second methods 
|will reflect their customary per- 
centage margin over cost. There- 
| fore, for clarity, it was urged that 
ithe word percentage be inserted 
| after “differential” in section 7 (e) 
of the order itself. 

Under the wording of the order, 
the dealer must deduct more for 
the lack of the fifth tire than the 
list price for the factory and there- 
fore takes a loss for not handling 
the fifth tire. This inequity should 
| be corrected. 

The allowance of 5 percent or 
$75, whichever is lower, for prepa- 
ration and delivery operations rep- 
resents a rollback for the retail in- 
| dustry and it is recommended that 
|\the wording in Appendix B_ be 
changed to provide for a handling 
and delivery charge of 5 percent of 
ithe list price, and transportation 
| charges. This was urged since there 
are many items of necessary ex- 
!pense that cannot be included un- 











Since nearly all sales by dealers 
{are to consumers not entitled to a 
it is recommended that 


| taken no formal action but are/| price calculations in 1-C of Appen- 
|agreed that an appeal for reduced | dix C be amended so that the words 


| price ceilings will be made to OPA 
it is said. 


12. Gov. 
uring the 


Maurice J. 
war. 


,|"less discount to class of pur- 
chaser” are eliminated. 


Massachusetts State Automobile Dealers Assn. during the 
Tobin welcomed the dealers at the banquet 
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AUTOMOTIVE 


OUR FIELD DEFINED 
Automotive: Self-propelling, hence, of, pertaining 
to, or concerned with, vehicles or machines, as auto- 
mobiles, airplanes, or motorboats, that contain with- 
in themselves means of motion, control, & direction, 
as, automotive engineering.—Webster’s New Inter- 
national Dictionary. 








Tell It to the Marines 


73 ‘’S been a lot of ballyhoo about unions doing a 
much better public-relations job during the war than 
nianagement, but— 

The unions said during wartime strikes that they were 
fighting to improve conditions in plants for servicemen who 
would be returning some day... 

Teli that to a job-hunting Marine who comes back 
to find his factory closed by strikers. 

They said that they were fighting to protect seniority 
for the fighting men. 

Tell that tu the returned soldier who finds he can’t 
get into an auto plant because of union seniority rules. 
They said that they were fighting on the home front 

to win the peace. . 

Tcl! that to the returned sailor who can’t buy gas 
to get his job---if iie’s got a job. 

Public relatious isn’t what you say so much as it is 
what you do. 

































Who Runs Whom? 

\VEN if the government seizes the oil refineries and 
kK trucking facilities, the gasoline strike of the past two 
weeks serves to prove that gasoline is a public utility, as 
much so as water and light ... and should be dealt with 
in iike manner. 

Why President Truman, under his still extant wartime 
powers, didn’t take over gasoline facilities right after the 
strike started, is something Mr. and Mrs. John Q. Public 
will never understana. 

They saw thousands vf workmen who couldn’t get to 
work, doctors who couldn’t visit patients, householders who 
couldn’t heat their homes, service shops who suffered huge 
financial losses . and yet for two long weeks all their 
representatives in Washington did was to “conciliate.”’ 


Government seizure is not a pleasant thing and is only 
in expediency at best ... but in the current case it was 
he only weapon at hand. 

To prevent such tieups in the future... for the good of 
i Americans, not just union members compulsory 
arbitration, with penalties for violators, seems to be the 
only answer. As Frank Rising, executive secretary of Auto- 
motive and Aviation Parts Manufacturers, Inc., says: 

“The time is near when Congress must decide whether 
the unions are to run the country, or the country is to 
run the unions.” 
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It is not easy for one to keep his 
equilibrium under the conditions 
which surround us today. We, here 
in strike-bound Detroit, would like 
to think that no other locality is 

so harassed as we 


THE are today. These 
RIGHT TO were the days we 
WORK had been looking 
forward to for 


four long years. The return to 
peace was to mean the first pitch 
in a new game. Management was 
ready to work night and day to 
reconvert for the production of 
cars, trucks and the thousand and 
one things for which the American 
people have been waiting, to start 
them on their return to our nor- 
mal way of living. We looked for 
full scale employment before the 
end of this current year, and it is 
a bitter pill to swallow that short- 
sighted labor leaders have made 
this now an impossible goal in 1945. 
* * * 


Ross Roy, a self-made Detroiter 
who handles Dodge Truck adver- 
tising, expressed himself so force- 
ably on this subject in a recent 
circular letter that I want you to 
read it. Said Ross: 

The “shooting part” of World 
War II is over... only the shoot- 
ing part. 

World War II will be with us 
for a long time to come... 
shaping the destiny of men and 
nations. 

Figuratively, the world was 
turned upside down for war. It 
must be turned right side up for 
Peace ... lasting Peace. 

What is “right side up”? 

It’s one thing in Russia. It’s 
something else in England... 
or in China...orin France... 
or in other countries. 

But in this country, “right side 
up” is different from that in any 
other country in the world. 

It was fortunate for the world 
that this country was different 
before the war. The war proved 
it. 
It will be fortunate for the 
world if this country remains dif- 
ferent. Peace will prove this, too 

. if the forces that functioned 
to make this country strong and 
powerful are not destroyed by 
passive acceptance of the contin- 
uation of warborn controls . 
and “innovations.” 

+ * * 


The strength of this nation was 
created by WORK ... and the 
WAY men worked. It was the 
product of generations of work, 
on farms and in factories; in 
mines and in forests; in stores 
and in offices. 

Men worked for the rewards of 
work. Men worked 

... when they pleased 

... Where they pleased 

.. as hard as they pleased 

..as long as they pleased 

. for whatever returns they 
pleased. 

There was no premium for idle- 
ness ...no penalty for progress. 

If men wanted to work and 
earn and save their way into the 
risks and independence of their 
own business, it was their priv- 
ilege. 

It must remain their privilege 
... and not be denied them by 
continued encouragement of the 
long fingers of a sprawling bu- 
reaucracy that exists only on 
what men might have saved from 
their work. 

* * os 
Work is a never-ending need 
. essential to the progress of 
people, the contentment of na- 
tions, the peace of the world. 

There’s more work ahead than 
all the people in all the countries 
of all the world can accomplish 
this year, next year ... and for 
many, many years hereafter. 

Full employment? 

No—I don’t believe that the 
only way it can be done is by a 
pump - priming, tax - weakening, 
debt-increasing political master- 
piece. 

We need to give that which is 
“right side up” in America a 
chance ... the unrestricted, un- 
subsidized work of men... pro- 
ducing more goods, selling more 
goods, earning more money, buy- 
ing more goods... and making 
more work for more people. 
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——In This Corner 


Editorial Reprints .... .’ 


| The views expressed in this column are those of our readers. Anonymous 





contributions will not be accepted but confidence will be observed upon request. 











Splendid 


Permit me to congratulate you 
upon your splendid editorial “—to 
Save the World from Aggression.” 
It occurred to me that industrial 
leaders, executives and all workers 
should receive a copy of it. 


It is basically sound and funda- 
mentally correct. I would like to 
have at least 250 copies to mail to 
some of my friends in this city and 
other cities—Irvinc B. Kune, pres- 
ident, Kline Chevrolet Sales Corp., 
Norfolk, Va. 


Epitor’s Note: Automotive News 
has made a small number of re- 
prints of the editorial and will be 
glad to furnish them free of 
charge to readers in reasonable 
quantities. 


Parts Order 


In Automotive News dated Sept. 
3, page 1, you published an article, 
“Mest Original Parts Freed of OPA 
Price Control.” 


Wish to advise that we have con- 
tacted State division of OPA in ref- 
erence to new price setup and have 
been unable to substantiate infor- 
mation published in your article. 
Will you please be good enough to 
advise source of your information, 
and where the pricing policy, as 
outlined in your article, can be con- 
firmed?—D. L. Rutter, chief engi- 
neer, Excel Corp., Elkhart, Ind. 

Epitor’s Note: The original parts 
price setup changes is contained 
in Amendment No.1 to S. O. 129. 


to MPR 540, effective Sept. 6, 1945, 
gives the following definition of 
a “used passenger automobile”: 
“Any passenger automobile hav- 
ing a seating capacity of less 
than 11 persons which has been 
driven 1,000 miles or more, and 
the chassis or body of such an 
automobile. This definition in- 
cludes, among others, used taxi- 
cabs and station wagons having 
a seating capacity of less than 
11 persons. 


This includes any 1942 car 
driven over 1,000 miles, in deal- 
ers’ hands as demonstrators, ac- 
cording to NADA. 


Coming Events 


OCTOBER 
3—Montgomery. Annual meeting of Ala- 
bama Automobile Dealers Assn. “ 
7-9—Syracuse (Syracuse hotel). nd 
annual convention of New York State 
Automobile Dealers. 

8-9—Milwaukee (Schroeder hotel). An 
nual convention of Wisconsin Auto- 
motive Trades Assn. 

15-16—Pittsburgh (William Penn hotel) 
Annual convention of Pennsylvania 
Automotive Assn. 

30 — Manchester (Manchester Country, 
Club). Annual meeting of New Hamp- 
shire Automobile Dealers Assn. 


NOVEMBER 

1-2—Columbus (Neil House). Annua 
convention of Ohio Automobile Deal- 
ers Assn. 

6-8—Chicago (Stevens Hotel). Regiona 
Conference of Motor and Equipment a 
Wholesalers Assn. 

8—Atlanta (Ansley hotel). Annual co G4 
vention of Georgia Automobile Deal-™ 
ers Assn. i 

12-16—Chicago. American Petroleum In-g,. 
stitute’s annual convention (pending @re 
ODT relaxation of convention ban). 

28-29—-Minneapolis (Nicollet hotel). 
Convention 2 Minnesota Automobile@-re 


Dealers Assn. 
3-4—Topeka (Jayhawk hotel). Conven- 












°42 Demonstrators 


Kindly advise your opinion as to 
whether the new or used car price 
should be used to figure the present 
selling price of a 1942 demonstrator. 
—Williamson Motor Sales, Nash- 
ville, Til. 


DECEMBER 
Eprror’s Nore: tion of Kansas Motor Car Dealers 


Amendment 10 Assn. 
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. and | was just rushing 


over to get some Genuine 


Ford Parts, now that 


they're available again."’ 


eae AUTO SHOP 
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‘Sure and | can't 
arrest ye for usin’ 
good judgment, me lad. 
I'll just go along with ye 
and get some for 
my car, too!”’ 





YES, EVERYBODY WANTS THEM- 
AND MORE GENUINE FORD PARTS 
ARE AVAILABLE NOW! 


Good news spreads fast. That’s why dealers, garages 
and service stations are buying more Genuine Ford 
Parts, now that the war is over and there are no 
restrictions on volume production of parts. 


Genuine Ford Parts pay off in two ways. First, 
your mechanics turn out more jobs because Genuine 


Ford Parts just naturally go together faster. This 
means more money for your mechanics . . . more 
profit for you. 


Second, Genuine Ford Parts make more satisfied 
customers and this helps insure the success of your 
business. 


—that’s why it pays to use 


ORDER FROM YOUR 
NEAREST FORD 
PARTS DISTRIBUTOR 








HT OES FIT RIGHT < 
~={ LAST LONGER 


START BUILDING 
UP YOUR FORD 
PARTS STOCK 
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‘Surprisingly Simple Device’. . . 
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Detroit Gear to Make 
New Automatic Shift 


DETROIT.--Manufacturing facil- 
ities of Detroit Gear and 
divisions of Borg - Warner Corp. 
will be immediately expanded for 
the manufacture of the new Detroit 
Gear automatic 
transmission, it 
was announced 
Friday by How- 
ard E. Blood, 
president of the 
Detroit Gear di- 
vision and vice- 
president of the 
parent corpora- 
tion. 

He said the pro- 
gram will require 
the acquisition of 
additional ma- 
chinery and facilities in excess of 
$12 million, but that it will be a 
considerable time before the actual 
production can be started. 

“The new Detroit Gear trans- 
mission is the result of more than 
10 years of research and develop- 
ment, Blood said. “It is a fully 
automatic transmission, which eli- 
minates entirely the need for the 
usual gearshifting. It has four for- 
ward speeds and one reverse and 


SWPC Pushing 
Use of New Plan 
To Boost Prices 


DETROIT.--Manufacturers of 
end items, having net annual sales 
of $200,000 or less were urged last 
week to take full advantage of a 
new OPA order that permits them 
to make allowances for the _in- 
creases in material and Jabor costs 
which have occurred since 1941 in 
calculating new ceiling vrices. 

According to Milton A. Holmes, 
regional director for Smaller War 
Plants Corp., this liberalized pro- 
cedure usually will permit the 
small volume manufacturer to 
establish a new maximum price 
and place his product on the mar- 
ket after a waiting period of only 
15 days. 

Holmes said a small company is 
not required to prove hardship to 
qualify under the new order. 

He explained that SWPC will 
sponsor justifiable applications for 
small manufacturers seeking ceil- 
ing price relief under the OPA 
order. 


Howard Blood 


other 


considering the manner in which it 
relieves driving strain, is a sur- 
prisingly simple device. 

“Because the engine is auto- 
matically kept in proper speed 
ratio to the driving wheels, and 
runs most of time at relatively 
slow speeds, there is a marked 
improvement in gasoline econ- 
omy,” Blood declared. “This, to- 
gether with the fact that it is 
mechanically rugged and easy to 
service, indicates these auto- 
matics need not be regarded as 
luxuries only, but as self-liquidat- 
ing luxuries.” 

He further stated that very sub- 
stantial contracts have already 
been made with automobile manu- 
facturers. 

Blood explained that this auto- 
matic transmission provides four 
forward speeds and reverse with 
only seven gears and is radically 
different from any such device 
heretofore available to the public. 
“Countless engineering man hours 
and several million dollars went 
into research in its development. 
Road testing over a_ period of 
years has made it a thoroughly 
developed and proved article.” 

Detroit Gear engineers were as- 
sisted in the development by engi- 
neers of the Borg and Beck divi- 
sion and Long Mfg. division of 
30org-Warner. 

Blood stated further that the 
shifting from low gear through 
the four speeds to high gear re- 
quires no manipulation nor atten- 
tion from the driver and when 
going up steep hills or slowing 
down in traffic, the downward 
shifts are likewise automatic. 
The shifts are quiet and almost 
imperceptible, he said. When the 
car is brought to a full stop the 
motor is entirely disengaged. The 
drive is positive at all speeds. 


Simplex Radio Becomes 


Phileo Corp. of Ohio 

PHILADELPHIA.--The name of 
Simplex Radio Corp., a_wholly- 
owned subsidiary of Philco Corp. 
with extensive manufacturing fa- 
cilities located in Sandusky, O., for 
the production of auto radio sets, 
has been changed to Philco Corp. 
of Ohio, it is announced by Charles 
F. Steinruck jr., secretary of the 
corporation. 
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ABRUPT ENDING OF the Japanese war, cutbacks in proposed expansion of 
existing tacilities, and cancellations of new plants are reflected in revised charts 


showing the rubber industry's postwar production capacity 
Issued by 


and truck and bus tire lines. 


in passenger car 
Goodyear Tire & Rubber, the charts 


reveal that passenger tire capacity for the industry is now placed at 75 million 


tires, 
at 70 million tires yearly. Four 
Geodyear showed the industry aiming 
passenger car tires. Estimated 


with a consumer demand for the 
months 


demand 


two-year postwar ‘“‘bulge’’ estimated 

ago, comparative charts issued by 
at a postwar capacity of 89 million 
then was the same as now 


Names in the News 


Henry Ford LU, who succeeds his grandfather as president of Ford 


Motor Co., holds a warm place in 


the hearts of the nation's automo- 


bile dealers. It was before them, at the National Automobile Dealers 


... addressing NADA. 


Assn. convention in January, 
1944, that he made his first 
official appearance before the 
industry. . 

And at that time he dis- 
played the same unaffected 
charm that has enabled him 
to strengthen the Ford organ- 
ization despite the fact that 
he is only 28 years old. He is 
a good listener and has learned 
much since he joined the com- 
pany as vice-president after 
the death of his father, Edsel, 
in July, 1943. Through young 
Henry’s influence, the Ford 
sales department has gained 
strength under Jack Davis, 
general sales manager. The 
sales end has a fresh outlook, 
and young Henry admits 
frankly that his goal is the top 
sales spot. 

It is said of young Henry that 
he has the graciousness of his 


father Edsel and the quiet determination of grandfather Henry. He 
knows where he is going and will lead behind the scenes as well as 
on the surface. Young Henry has a kindly feeling toward his workers. 
He understands their efforts to attain security through labor unions. 
However, he understands, too, that there is another side, and he had 
no hesitancy in condemning the “selfish union politics” that is caus- 
ing strikes and unrest in the auto industry. He has the same broad 
view toward wages as his grandfather: If a wage is earned, it does 


not matter how high it goes. 
Young Henry attended Detroit 


University School, Hotchkiss and 


Yale, where he majored in sociology. He also studied business admin- 
istration and engineering. In 1940 he married Ann McDonnell. They 
have two daughters. When the war broke out, he joined the Navy 
and was a lieutenant (jg) when he was placed on the inactive list so 
that he could join the company after his father’s death in 1943. In 
April, 1944, he was appointed executive vice-president. 

He is friendly, quiet and has an unusual capacity for work. He is 
accepting his heavy responsibilities with determination. Already he 


has built a good team at Ford. He 
name in Cars. 


is bidding well to carry on a great 


. with father Edsel and grandfather in ’37. 


841 New Dodge Dealers Invest 


$28 Million in Business 


DETROIT.—A total of 841 new} 
Dodge-Plymouth dealers have in- 
vested $28,000,000 

since January, | 
1942, Ed Quinn, 
sales manager of 
Dodge, announced 
Friday. 

“This group col- | 
lectively meas-} 
ures up well,” he} 
said, “not only as | 
to having ade- | 
quate working 
capital, but as to| 
new and im-| 

proved facilities. 

“They all now 
have, or have arranged to provide 
s soon as building conditions per- 
mit, facilities to fulfill their service 
responsibilities. 

“They are 
stress on adequate supply of truck 


Ed Quinn 
| 
parts and truck service facilities i 
| 
| 


putting particular 


assure Dodge truck owners of a 
minimum loss of time in servicing 
thejr vehicles.” 

fn making the announcement, he 
established these two main points: 

1. These appointments do not 
constitute an increase in the Dodge 
total representation in any metro- | 
politan area. 

—_———w | 

2. In many cases they represent | 
the appointment of dealers at}! 
points where in the past the poten- | 
tial did not justify the establish- | 
ment of representation. 

“A thorough study,” Quinn said, | 
“reveals the fact that as a result 
of population changes and other! 
war influences, the future market 
in many towns has, in our estima- | 
tion, been greatly augmented. 

“Today, even with these addi- 
tions and replacements, Dodge is 
still short of its previous peak of 
dealer representation, and is con- 
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tinuing to fill up the points where 
market conditions and _ circum- 


appointment of dealers.” 
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SIMON SWERLING, a representative of Birla Brothers, signs the agreemen 
| which gives Hindustan Motors the exclusive rights to distribute Studebaker 
passenger cars and trucks in India, Nepal, Burma and Ceylon. Hindustan, 4 
$15.000,000 company organized by Birla Brothers, plans eventually to manv 


facture Studebakers under license 
shoulder is R. A. 
handled negotiations. 
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2 Branch Chiefs, 
One Assistant 


Named by Ford 


DEARBORN.—Three promotiogg - 


affecting Ford personnel were a 
nounced last week by J. R. Da 
director of sales and advertisi 

P. A. Boykin, assistant manag 
of the Memphis branch, has be 


appointed manager at Louisville” 


He replaces M. D. Brown, w 
was 
Tulsa branch. 

Boykin joined Ford in 1921 
Atlanta. He has served as assi 
ant manager in the Atlanta, Ne 
Orleans and Memphis branches. 


J. K. Lester, of the Edgewat 
branch management staff, has bee 


recently transferred to tie 


appointed manager at Cincinnath 
He replaces Harold Turner, wh@ « 


recently was named manager d 
the Dearborn branch. 

Lester first was employed by t 
company at Memphis in 1925. If 
addition to his duties at Edge 
water, he has been manager of t 


Green Island and Memphis. - 


branches. 


Davis also announced the promd 
tion of H. H. Reiser, sales manager 


of the company’s Salt Lake Cit ie 


branch, to assistant manage 
Reiser joined the company at Sal 
Lake City in 1935. 


Big 3 Reported 
Set to Start in 


Mexico in Oct. 


MEXICO CITY. — (UTPS) —A 
sembly of American cars in Mexi¢ 
will be initiated this month 
Ford, Chrysler and General Moto 
in their local plants, it is asserte 
by Gustavo P. Serrano, minister 
the national economy. 


Serrano made the announceme 
following a series of closed co 
ferences with officials of all thre 
companies. 


At the same time he disclose 
that the Mexican branches of t 
American firms are already asse 
bling trucks and buses. 

A large number of Mexica 
workers have been taken on fa 
the expansion program, Serran 
said, and hiring is expected to co 
tinue until capacity production 
reached. 

He declared he has also bee 
contacted by representatives 
other American manufacturers wha 
are planning to start similar proj 
ects in the near future. 

Serrano added that increasing 
shipments of American syntheti 
rubber are permitting productio 
on a scale that may soon allow the™ 


in dealerships} stances point to the need for the|lifting of all restrictions on ti 


sales. 


: by the American company. At Swerling’® 
Hutchinson, president of Studebaker Export Corp., who 
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To have full post-war employment you’ve got to have jobs. To have jobs 
you’ve got to have job-makers. And to have job-makers you’ve got to 
have incentives to individual enterprise. How the State of Connecticut— 
which, next to Michigan, has the most difficult task of reconverting to 
peace — is aiding its businessmen in small communities, offers a new ap- 
proach to one of the most important problems that are facing us today. 


WE NEED JOB-MAKERS ditional men taking the big jump from 
employee to employer. “Our job,” says 


by Gov. Raymond E. Baldwin, eel j 
Governor Baldwin, “is to reduce the job- 


Connecticut 
makers’ risk as much as possible; to re- 
Jobs for all who want to work, move every impediment to his success; 
thirty per cent more jobs than to bring to him the maximum of our 
we had in 1940, would solve almost all local resources to aid his effort; to stop 
our domestic problems. But making looking to Washington as the magical 


these jobs depends upon 1,000,000 ad- fountain from which all blessings flow.” 





Yi 
Wi 


BUD SCHIRMER, Detroit Manager 


Yj), 
PUBLISHERS OF THE AMERICAN MAGAZINE, COLLIER’S, AND WOMAN'S HOME COMPANION tig. / 





OTHER NOVEMBER NOTEWORTHIES INCLUDE NINE GREAT 
SHORT STORIES, EIGHT ADDITIONAL AUTHORITATIVE 
ARTICLES, AND FOURTEEN FASCINATING FEATURES... ON 

THE NEWSSTANDS NOW ... 25 
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SHOULD THE GOVERNMENT 
ENFORCE LABOR PEACE? 







With labor and management freed from 





the restraints of war, will they continue 






to work together to meet the tremendous 






needs of peacetime production? And if 






they won't, should the Government step 






in to guarantee that our industries are 






not disrupted by a new wave of bitter 






disputes between employers and unions? 






This is the question The American 








Magazine Poll of Experts, conducted by 
Arthur Kornhauser, Ph. D., of the Bureau 
of Applied Research, Columbia University, 













answers in our notable November 





issue . .. an answer of vital interest to 








every employer and employee in America. 


Share your American Magazine, then save it 


for the Government's waste paper drive. 


7/ GENERAL MOTORS BLDG., DETROIT, MICHIGAN 
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N. H. Parley Set 
For Oct. 30 At 
Manchester Club 


LANCASTER, N. H.—(UTPS)— 
The New Hampshire Automobile 
Dealers’ Assn. will hold its annual 
meeting on Oct. 30 at the Man- 
chester (N. H.) Country club, it 
was announced last week at a 
gathering of dealer officials here. 

The officers and directors of the 
organization were guests at a din- 
ner of the Lancaster Automobile 
Assn. 

President Otis Mercer of the 
state body reported on a recent 
meeting of the Massachusetts Au- 
tomobile Dealers’ Assn., which he 
attended. Harrison Cavanaugh, rep- 
resentative of NADA, discussed 
several matters of interest to 
Granite State dealers. 

The state group was welcomed 


the local association. 


‘‘As a result of ovr ad in Automotive News, Oh D ] 
the Rolls-Royce was sold. I might add 10 ea ers 


that we received 12 other inquiries about 


hi . Five of these f tat h 

oe Sok Gattene tnd seve tem tn| MOE INOW. BAZ 
COLUMBUS, O.—The Ohio Auto- 

mobile Dealers Assn. last week 


state.’’ Thos. L. Black, manager, Pine- 
hurst Garage Company, Inc. (Chevrolet), 
Pinehurst, N. C. 
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Almost every American 
benefits every day 

Jrom the products of 


» rn we 


CROWDS GATHER 


y 


ATIM|AALAMrters 22 
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AROUND the 1916 Oldsmobile at a special advance 
by John D. Roberts, president of showing in the Gold Coast room in the Drake hotel, Chicago. This picture 
was taken just after the doors were opened at 11 p. m. Sept. 16. 


selected Nov. 1 and 2 as the dates 
for its annual convention, which 
will be held at Neil House here. 
A. E. White, 
chairman of the convention com- 


many months to come. 


of Columbus, is | here. 





GEARING FOR PEACE as painted by James Sessions at Warner Gear in Muncie, Indiana. From the inception 

of the first “horseless carriage,” this great Borg-Warner plant has consistently been the leader in the mass pro- 

uction of gear assemblies for the automotive industry. During the war, it was one of the largest producers of 
transmissions for all types of motorized military vehicles. 


The Warner Gear Division, 
although the world’s largest inde- 
pendent producer of transmis- 
sions, is only one of three great 
Borg-Warner units making gear 
assemblies. 

There are many fields in which 
Borg-Warner products benefit al- 
most every American every day. 
In fact, Borg-Warner products 
are found on 9 out of 10 farms, in 


9 out of 10 airplanes as well as in 
9 out of 10 makes of automobiles. 
And Norge refrigerators, ranges 
and washing machines make the 
homes of millions more efficient 
and livable. 


All of which illustrates how 
Borg-Warner’s principle, ‘Design 
it better, make it better’’ works in 
many ways to bring you ever bet- 
ter products at ever lower costs. 














Partners with the automotive in- 
dustry from the start, Borg-War- 
ner parts today are serving in 9 
out of lO makes of automobiles... 





TRANSMISSIONS © TRANSFER GEARS 

OVERDRIVES * SYNCHRONIZERS * CLUTCHES 
CLUTCH SPRINGS 

UNIVERSAL JOINTS AND DRIVE SHAFTS 

FLUID COUPLINGS + CARBURETORS 

RADIATORS + TAPERED WHEEL DISCS 


a Te Tad i ie 


bated die died, | 


Makers of essential operating parts for the automotive, aviation, marine and farm implement industries, and of 


Norge home appliances.. 


. these units form Borg-Warner: BorG & BECK * BORG-WARNER INTERNATIONAL * BORG WARNER SERVICE 


PARTS ¢ B-W SUPERCHARGERS, INC. * CALUMET STEEL* DETROIT GEAR * DETROIT VAPOR STOVE ¢ INGERSOLL STEEL & DISC * LONG MANUFACTUR- 
ING ¢ MARBON *« MARVEL-SCHEBLER CARBURETER * MECHANICS UNIVERSAL JOINT * MORSE CHAIN * NORGE * NORGE MACHINE PRODUCTS « PESCO 


PRODUCTS * ROCKFORD CLUTCH ¢ SPRING DIVISION « 
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WARNER AUTOMOTIVE PARTS * WARNER GEAR 


Overall Picture Out West... 


Denver Dealers Most 


By Ira R. Alexander 
Staff Correspondent 
DENVER.—In spite of strikes in |according to Charles Hover, vic 
the auto industry with their pros-| president of the Denver Autom 
pect of holding back new-car pro-|bile Dealers Assn. He said: 
duction, local auto men are making 
plans for future business and do-|shop men. We need painters, wel 
ing what they can to handle thé |ers, mechanics, body men and th 
greatest anticipated demand for |jike. We need these right now an 
new and used cars on record. 
The big shortage in the indus- 
try here at the moment is man- 
power. There is a shortage of 
used cars, however, and there will 
be a shortage of new cars for 


Existing space appears to be ade- 
quate until the supply of used and 
new automobiles catches up with 
the demand and stocks commence 
to accumulate. This seems to be 
the consensus among auto men 


Shop Men Urgent Need 
Service personnel is the most 


POLE TERY REMIT AE. NR ae citecn ec. 





immediate of new and used-c 
dealers alike at the present ti 















“What we need most is traine 














we need them in considerable nur 
bers.” 


Hover declared it was his un 
derstanding that most dealers 
would be able to handle the com- 
ing boom without any immediate 
expansion of floor space. In 
months to come, he pointed out, 
there will be a different story 2) 
when stocks do get a chance toQe 
accumulate. ey 

In the near future, however, nev — 
cars will move = to customers” 
just as fast as they become avail- | 
able. Storage will not be a probler. jaa 

Some Denver dealers are giving ; ' 
thought to sales staffs and they 
are already enlarging this depart Q= 
ment. 


Others contend the need for addi gya—® 
tional salesmen will not be felt for 
months to come. This group insists 
the demand for new cars will o=——* 
so great that little salesmanship 
will be necessary. 
Fewer Salesmen Seen 

One of the largest dealers in the 
city argues, in fact, that fewer 
salesmen will be used in the post @=—* 
war period than in prewar days. 
In explaining his view, he said: 

“We actually had too many une 
skilled salesmen before the war. 
We were not sufficiently selective 
and the standard for salesmen i : 
the industry was too low. 

“Personally, ’m going to wait =r 
for the right men to come along, 
am going to hire fewer than be- 
fore, and am going to demand oor 
higher type of salesmanship.” 

Dealers are confident the sched- 
uled appearance of new cars wil@=——"™ 
not impair the demand for used 
autos for six months or more. e > 
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Ten Speakers 


Listed for N. Y. 
Parley Oct. 7-9 


SYRACUSE, N. Y.—The speaker: 
at the meeting of the New York 


State Automobile Dealers here, Oct. 





7-9, was announced last week b: 
P. J. Kaufmann, Mt. Vernon, presi- 
dent. 

The program includes the fol 
lowing speakers: 

William L. Mallon, Newark, N 
J., president of NADA; 

L. J. Buckland, editor of “Buck | 
Sez”; — 
Commissioner M. P. Catherwood, | 
New York State Department of 
Commerce; 
Karl M. Richards, manager of 
Field Service department of the 
Automobile Manufacturer’s Assn. 
Lee Moran, executive vice-presi- 

dent of NADA; 

Irving M. Ives, dean of New 
York State School of Industrial 
and Labor Relations and majority, 
leader of New York state as- 
sembly; 

James Dalton; 

Irving L. Simon, certified public 
accountant and tax analyst; 

Clifford J. Fletcher, Commission- 
er of New York State Motor Ve- 
hicle bureau; 

Orlo M. Brees, member of the 
New York state assembly, publish- 
er, author and editor. 































Tenn. Association 


‘Changes Name 


| NASHVILLE. — The Tennessee 
Automobile Dealers Assn. last week 
changed its name to Tennesseq 
Automotive Assn., according to Don 
| Smith, executive vice-president. The 
inew name of the association take: 
| effect today, Oct. 1. 
At the same time, the organiza- 
tion has moved from its forme! 
headquarters in the Cotton States 
building to 324 Third Nationa! 
Bank Bldg., Nashville 3. A goal ol 
1,000 members has been set for 
1946. 
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= NN) W YORK—A study of com- 
Fs eti:.on just issued by Socony- 
= ‘ac um Oil Co. indicates that large 
com, anies dominate the oil indus- 
53-4. a lesser degree than in most 
athe, major industries. 

Tnere are some 10,000 substantial 
mai} snd gas producers in the United 
Staics, about 350 refiners and about 
34000 wholesale marketers, accord- 

ie to the study. There are at least 
90 urge integrated petroleum com- 
ies and many small companies 
also engage in every phase 
oil business, with no one 


_ 


© ie 
whici} 
of the 
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No Corner on Oil 


Socony Survey Shows Industry Is Shared 
By Thousands of Producers 


having more than a small per- 
centage of total domestic and ex- 
port business. 

Declaring that the existence of 
the idea of “monopoly” is a puzzl- 
ing feature of the public attitude 
toward the oil business, the study 
report says: “Usually in normal 
times, this company sells more 
branded gasoline in the U. S. than 
any other, a position which may 
change from year to year. But 
this company does less than 10 
percent of the total gasoline busi- 
ness. Another large company is the 


largest producer of crude oil in the 
business, but its net production is 
only about 6 percent of the total.’’ 

The study discloses that Socony 
buys more than $2,000 worth of oil 


products a year from each of the} 


more than 1,200 other concerns in 
addition to smaller purchases from 
thousands of others. The company 
sells direct to 47,000 dealer outlets 
and to 4,200 distributors and job- 
bers, and makes payments to more 
than 203,000 individuals for royal- 


ties or leases on crude oil proper- 
ties. 


Registrations Increase 


OAKLAND, Calif.—Motor vehicle reg- 
istrations in Alameda county increased 
nearly 3.000 between Jan. 1 and June 


{30 of this year over registrations of 


1944, 


| 








A FLEFT OF unfinished automobile bodies stands idly on production lines 
inside the strike-bound River Rouge plant of the Ford Motor Co. 





































WITH RIGID government controls released or eased, business and 
industry are fast returning to the American system of free competi- 
tion. Production on the “cost plus” basis is going by the board. 


This is a time of challenging opportunities but perplexing prob- 
lems for the management men of business and industry. The world 
has changed and is changing at a dizzy pace. New products, new 
materials, new production methods, new markets, new competition, 
uncertain wage and price levels, and the necessity for high levels of 
employment—all pose serious problems for the men who manage 
our business enterprises. 


To keep up to date in their facts and in their thinking, manage- 
ment men tell us that they find Business Week of prime importance. 
The reason, of course, is that Business Week is edited exclusively for 
these men. Its sole aim is to report developments and trends having 
special significance for business and industry, and to interpret them 
in that light. No other magazine is devoted to this single objective. 
Also, because it is a weekly, Business Week readers keep abreast of 
the news. 


Concentration—three-way concentration—is the essence of Busi- 
ness Week. First, Business Week's circulation is concentrated upon 
management men exclusively—a carefully identified, known group s 
of men who manage and make decisions for American business. 
Second, the editorial contents of Business Week are concentrated 
exclusively upon business subjects. In turn, this audience of man- 
agement men sees your advertising message in Business Week when 
they, themselves, are concentrating upon business problems. For the 
advertiser it is a powerful combination of values unique in the pub- 


lishing field. 


BUSINESS WEEK: a publication o 


f the McGraw Hill Publishing Co., Inc. 
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Supplying Engines for 8 Truck Makers... 


Bennett Replaced by Bugas; 
Bricker Heads Ford Output 


(Continued from Page 1) 


plant and co-production chief 
with Bricker for several months, 
has been assigned to work with 
Bricker on major construction 
projects. 


| 
} 


broke up a big German spy ring 


jin Detroit. 


Bennett, stormy petrel at Ford 
for many years, first joined the 
company in 1917 while on Navy 


J. R. Davis will head sales and | assignment to halt German spy 
advertising; C. H. Carroll, purchas- |activities directed at Ford’s manu- 
ing; R. H. McCarroll, engineering; | facture of Eagle boats. 


R. 1. Roberge, foreign relations, and 
B. J. Craig and H. L. Moekle, aud- 
iting and finance. 


In addition to Bennett and Presi- 
dent Ford, directors of the com- 
pany will continue to be Henry 
Ford, Benson Ford, Craig, Rausch, 
Bricker and Frank Campsall. 


Bugas, 37, who joined Ford in 
January, 1944, as Bennett’s assist- 
ant, was one of the top FBI 
agents in the nation. During his 
eight years with the FBI, Bugas 
headed the agency’s offices in Los 
Angeles, Alaska, Birmingham, 
Ala., and Detroit. 


Under his direction G-men trap- 


} 
| 


| 


His work so impressed Henry 
Ford that Bennett joined the 
company after his Navy release 
and became known as “the clos- 
est man to Henry Ford.” In the 
pre-UAW days at Ford, Bennett 
had many clashes with labor and 
several attempts were made on 
his life. 

Considered a genius at getting 
things done for the elder Ford, 
Bennett was also assigned the task 
of protecting the Ford grandchil- 
dren, including Henry II, during 
the wave of kidnappings years ago. 

Bennett, now 53, retains the wiry 
figure of his youth. A former deep 
sea diver, he is an expert marks- 


ped the traitor Max Stephans and | iaan, horseman and lover of sports. 
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‘Toe expedici.c might suggest many things 
to anxious car deale:s, but automotive men know 
that sensible merchandising dictates the cardinal — 
PRODUCTION ... PERCEPTION ... PROMOTION. 

So when time and conditions permit, consider the 
advisability of OUTSMARTING instead of OUTSPEND- 


ING competition. 


Consider Redbook’s NATIONAL SHOW FOR $37,200 
A YEAR COMPLETE! Yes — a show reaching a cohesive 
and important audience of 1,500,000 families who 
enjoy good reading. 

Here is a literate, thinking group who temper their 
desire for a new car with a careful weighing of VALUE 


RECEIVED. 


Follow PRODUCTION with PERCEPTION . . 


. and 


select Redbook’s NATIONAL SHOW for Promotion. 


With more advertising space b 


becoming available, 


it is high time to give consideration to Redbook’s 
NATIONAL SHOW FOR ONLY $3 





~ 200. 
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MUSKEGON, Mich.—Continental 
Motors Corp. has unfilled orders 
for more than $110 million worth 
of engines and parts scheduled for 
delivery over approximately the 
next two years, 
C. J. Reese, presi- 
dent, told stock- 
holders in a let- 
ter accompanying 
the company’s 
sixteenth consec- 
utive dividend- 
check since 1941. 

Sales in the fis- 
cal year com- 
mencing next 
Nov. 1 should be 
materially great- 
er than in any 
previous peacetime year in the 
company’s forty-four-year history, 
he said. The same should be true 
of Wisconsin Motor Corp., a Con- 


IT’S BACK. Here’s the first shipment 
of crude rubber arriving in the U. S. 
since Pearl Harbor. Grown on Good- 
year’s Pathfinder plantation on Minda- 
nao by a handful of loyal Filipinos 
right under the Japs’ noses, the 42-ton 
batch arrived last week in San Fran- 
cisco aboard the SS Thomas Nelson. 
The Japs destroyed the plantation’s 
buildings, but Filipino workers labored 
in secret for almost two years, hid each 
batch of crude in the hills. 


Cc. J. Reese 





Please, Mr. Dealer- you'll get.your car 
quota without helping us build em yp 


QUICK FACTS ON REDBOOK 


© You can buy a lot ot gumdrops for 25¢, but that is 
no measurement of editorial responsiveness. Com- 
pare Redbook's 25¢ price against the cost of news- 
papers and most other magazines (5¢-10¢-etc. ) 
Redbook buyers pay 25¢ an issue — BUY TO READ! 

e High editorial percentage creates cover-to-cover 
interest. 

© Twelve insertions in Redbook give you continuity 
in your advertising at a low cost — in fact, only 
$37,200 a year. 

e 25¢ selling price contributes nearly $4,000,000 
toward paying for the NATIONAL SHOW. 


© Monthly issues guarantee longer life. 


° Reader Research assures constant appe ' 


To Nearly 1/5 of America— 
A program of Proven Sales Power 


Redbook, Cosmopolitan, and Amer- 
ican, THE 6 MILLION FAMILY MAR- 
KET, reach almost six million homes 
with less than 159% duplication - 
approximately one out of every five 
in the United States. And a full page 
in every issue of all 3 magazines costs 
only $160,000 @ year! 


Continental’s Orders 


Top $110 Million 




























| tinental majority-owned subsidia 
|with more than $17 million of un 
filled orders in addition to thos 
of the parent company, he added 

“Assuming the approximate co 
rectness of our sales forecast fo 
next year, a fair relationship be 
tween costs and prices and reducd 
tions in federal taxes on income 
earnings should be satisfactory, 
the letter states. It adds that “sale 
are not expected to revert to pre 
war levels.” 


The number of Continental’s™ 
customers has increased very ma-f 
terially in recent years, Reese 
stated. “In the truck and bus field 
we are, or shortly will be, supply- 
ing engines to eight companies! 
among which are some of the lead- © 
ers in the industry. Only recently, 
we entered into an agreement to 
supply bus engines to one of the 
largest manufacturers in this field 


“Our prewar position in the agri- 
cultural implement field has been 
expanded and our sales of engines 
for general industrial use likewise 
are materially greater than before 
the war. The upward trend is due 
both to larger requirements of old 
customers and sales to new users 


“Gains in the aircraft industry 
have been particularly marked in 
the power range up to 200 hp. I 
the larger aircraft engine field an 
initial $1,500,000 order has _ just, 
been received from a large plane 
manufacturer. 


“Sales prospects of the Gra 
Marine engine division also are 
good, based upon existence of a 
large pentup demand for engines 
to power new boats and for re- 
placement use.” 


The letter points out that because 
Continental continued the manu- 
facture of engines throughout the 
war “its reconversion problem is 
mainly one of rearranging plant 
facilities and scheduling civilia 
engine production to insure maxi- 
mum operating efficiency. The com- 
pany’s $750,000 reserve for recon 
version expense should be suffici- 
ent for this purpose.” = 


Mich. Truckers 


Select Minnich 
For Presidency 
DETROIT.—J. Howard Minnich | 


president of Red Star Transit Co., 
Inc., Detroit, was elected president 
of Michigan Trucking Assn. at th 


annual convention held here last 
week. He succeeds Don Smith. 
Other officers elected are John D ‘ 


Mulvena, Mulvena Truck Lines, | 
Alpena, first vice-president; Dale E. 
Moffett, Ogden & Moffett, Port ; 


Huron, second vice-president; Dan 
J. Maronich, Hollywood Cartage, 
Detroit, secretary; John Cooper, 
Holland Motor Express, Holland, : 
treasurer, and Florence Kyle, man-@—= 
aging director. 5 

Two-way radio, as it will apply 
to truck operation, was explained 
by Harry F. Chaddick, president, 
Standard Freight Lines, Chicago, 
chairman of the ATA radio com- 
mittee, and Prof. D. E. Noble of & 
Galvin Mfg. Co., Chicago. = 

George Wellington, chief, section’ | 
of safety, Bureau of Motor Car- : 
riers, ICC, presented figures on mo — 
tor fatalities with a warning that 
operators must place much greater : 
stress on the safety measures. —. 

The convention closed with a |} 
banquet Friday night. Harvey 
Campbell, executive secretary o 
the Detroit Board of Commerce, 
was toastmaster and Malcolm W. 
Bingay, editorial director of the 
Detroit Free Press was the princi- 
pal speaker. Trailmobile Co. an 
Fruehauf Trailer Co. sponsored 
cocktail parties. 
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Minn. Dealers 


Meet Nov. 28-29 ; 


MINNEAPOLIS. — Glenn B 
Atcheson, general manager of the 
Minnesota Automobile Dealers 
Assn., has announced that the 194 
convention will be held Nov. 28-29 
at the Nicollet hotel here 
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The Army and Navy know how we make 
trailers here at American Bantam. The trade 
will know, too—as soon as civilian production 


can be started. Meanwhile. dozens of interviews 


AMERICAN BANTAM CAR COMPANY - BUTLER, 


with executives of hauling companies have been 
held by our men. We know what the trade 
wants. Watch for Trade-Approved Trailers from 


American Bantam “coming soon! 
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FOB FACTORY 
Wage Demands Spur 


Drive to Mechanize 


By A. H. Allen 


DEMANDS FOR higher wages in automotive plants, ho 
ever they may eventually be settled, are forcing engineer, 
master mechanics and other process control experts to spee 
up efforts in exploration of improved tooling methods, meck 
anization and consolidation of machining operations. Only 
this way can the disastrous reveals five companies k 
effects of higher wages on practically all a this ‘meneale 


costs be minimized. three of them German, one Czecha 
Studebaker, for example, already |slovakian and one Austrian. Eacf 
has released information on how | of the companies operated eight t¢ 
various machining and grinding|12 warehouses scattered throug 
operations, formerly carried out as|out industrial areas. 
single operations, have been com- Efficient manufacturing tech - 
bined on a single machine, with the | niques, high quality materials ang 
sequence of loading, clamping, ma-|no great apparent shortage of al- 
chining and ejection all automatic. |loying elements seemed to be the 
Many of the ideas for advanced | rule. 
machining methods have been sug- 7 ie ae 
gested from wartime equipment de-| 4Juminum Expected 
vised for speeding production of To Stretch Life 


aircraft engine 
components. ALUMINUM COATING of tail- 
A case in point pipes, inside and out, is an inter- 
is the huge Green- esting deviation introduced by 
lee machine bat- Pontiac on 1946 models. These 
tery, which per- exhaust pipes normally are lead- 
forms some _ 60- tin coated steel, or terne plate as 
odd milling, drill- it is called, and, along with muf- 
ing and reaming flers, have been subject to rapid 
operations on deterioration, about 10,000 miles 
aluminum cylin- being the average life. Aluminu 
der heads as the coating doubtless will raise costs 
work travels appreciably, but it is expected to 
down a central, 4, H. Allen yield a pronounced improvement 
conveyor locked ° in service life. 
to special fixtures. The various ma- > 
chining elements are grouped on|High-Cost Metals Used 
both sides of the work conveyor in PF ° Moldi 
and are sequenced and interlocked |4” /onttac Moltaings 
so that a single operator at a mas-| ANOTHER ITEM in Pontia 
ter pushbutton control station han- | specifications which catches the eye € 
dles the entire unit. notes that all chrome-plated mold@meee : 


While the Greenlee setup is a | ings are either stainless steel oF = 
spectacular affair to watch, it is | Tass base. Ordinarily such mold- 
actually nothing more than a |ings are plain carbon cold rolle@s 







GM Unit to Make 
Durex Bearings 


For Cars, Trucks 


DAYTON, O.—A peacetime prod- 
uct developed just previous to the 
war, Durex-100 Engine Bearings 
will be produced in quantities for 
motor cars and trucks by the 
Moraine Products division of Gen- 
eral Motors, it was announced last 
week. 


Durex-100 Bearings enable auto- 
motive engineers to design engines 
operating at high unit bearing 
pressures. 


Because of the high speeds of 
operation and the terrific pounding 
that tanks, military trucks, and 
marine engines take in war opera- . iia . + , ‘teas 
j i came to the LT. COL. GEORGE H. KRAUSE announced last week the release of For 
pena a elke dees and Nav Motor’s Long Beach plant which has been used by the Army Air Corps. 
attention oO e y an Y | Pictured above is Col. Krause returning the lease to Nelson F. Bowe (center) 
Ordnance because of their dura-| manager of Ford Motor in Los Angeles, while A. L. Edwards, plant superin- 
bility. During the war they were tendent, looks on. Bowe announced that passenger car assembly operation at 


used on trucks, tanks, ducks, crash this plant would be started in November. 


fire pumpers, track-laying prime|the Durex-100 Bearing. It is essen- babbitt is cast. This babbitt, which 

movers and auxiliary power plants | tially a steel-backed lead base bab- | was specifically developed for this 

on the B-29 Super Fortress. They} bitt lined bearing. There is, how-| bearing, is a corrosion resistant 

were used on both gasoline and|ever, an additional intermediate | high-lead alloy. 

diesel engines. layer of a metallic sponge - like These bearings will be used on a 
Powder’ metallurgy technique] structure, or matrix, copper brazed | number of forthcoming popular 

formed the basis for producing!to the steel back into which the | motor cars and trucks. 


































































































MORE MOTORISTS WILL 
WANT MORE VEEDOL 


* * 











































close grouping and ingenious po- | Steel strip, plated with copper, — cs 
sitioning of standard types of | Mickel and chromium. al 
machines. Secret of its success is Switch to stainless steel an . 
the intricate electrical control |®™SS may have been dictated by I 
system. the shortage of suitable carbo 








Cost is enormous, running to steel strip;certainly the cost of th 
hundreds of thousands of dollars.|ne€w material will be far beyond 
However, matched against speed of | What it was before. 
output and amount of labor re- 


quired, it could pay for itself over Mercury Aircraft 


a period of years, assuming full 





This is a good time for automobile dealers to seoduction. Buvs Penn Yan In 
begin handling Veedol Motor Oil. ‘7 8 - ° 
But Unions Object School Bus Bid 
Veedol brings at once a worthwhile volume of To New Devices HAMMONDSPORT, N. Y. — ‘pont 
profitable business because it is known to millions IDEAS LIKE this can be worked |the first step in carrying out i 


out, and are being worked out, for | postwar program, Mercury Aircraft, ; 
adaptation to automotive produc- | Inc., will enter the school bus ioe 
tion. Principal bar to their success-|and to this end has _ purchase | 
ful operation again is a matter of Penn Yan Buses, 
union trouble. : . Inc. = 
When such units are installed, In making th 
the first move of union labor is to announcement, J. ¥ 
complain that men cannot keep up F. Meade, pres oo 
with the speed of the machine dent of Mercur ) 
without breaking their backs (actu- Aircraft, said: 
ally the manual effort involved is “We believe th 
always less than before), then to productionof = ” 
deliberately slow down the im- school buses is g | 
proved machinery to the same pro- logical activit' 
duction pace as previously. Once for this company. 
this is done, all the advantages of The service co 
the mechanization are lost. F. J. Meade ditions and t 
This was actually the case in type of roads en- 
connection with a unit installed |countered by school buses ay 
in the Buick foundry for blowing | Ttadically different from those i 
engine barrel cores. Output of the | the intercity bus field and because 
equipment was many times that |of their severity, make weigh® 
of the former hand ramming | Saving even more highly desirable. 


of car-owners for its superb quality and motorists 
are looking for fine lubrication to see them 
through the critical period. 





As the tire and car situation eases, the number 
of drivers in your area will increase. Each will 
run up far greater mileage. And the lessons in car 
care they have learned from wartime experience 
will stay with them. They'll remember the im- 
portance of correct lubrication. They'll realize that 
Veedol Motor Oil — refined by advanced methods 
and equipment from the finest of Pennsylvania 
crude — can help them get the best of performance 
and service from their new cars. 




































You can make money on Veedol Motor Oil 
right now; and you can make more next year. 


method, and fewer men were re- “Our long and thorough experi- 
quired, but it took literally weeks |ence in the use of the lightey 
and weeks of patience by the | Metals in the aircraft industry wil 
management to convince labor | be of inestimable value in produc, 
more money could be earned at | ing a unit much lighter than tho 
less effort by operating the core- | NOW in use, capable of withstanding 
blowing equipment to its de- the heavy strains of operation oveg, 
signed capacity. little used by-roads in the storm} 
There is simply no other way to| Winter months, with increased safe- 
justify a 10, 15, 20 or what have|ty_and economy.” a 
you percent wage increase but to} Manufacture of Penn Yan buse 

figure out methods to increase pro-| Will continue in Mercury’s Ham- } 
ductivity per man by the same|Mondsport plants as the Penn Y°@eg 
amount. Buses division. No personne 
changes are planned. 


TIDE WATER ASSOCIATED OIL COMPANY 
New York — Tulsa — San Francisco 
Detroit . . . Chicago ... Atlanta . . . Minneapolis 
Indianapolis . . . Kansas City 









* +. * 


TIDE WATER 
ASSOCIATED 
O!1L COMPANY 


5 Firms Controlled 


Reich Tool Industry 


U. S. TECHNICAL experts have 
been delving into almost every 
phase of German manufacturing 
and metalworking practice in re- 
cent months, and are bringing back 
|to this country some intriguing re- 


Brunswick Rubber Suffer a 


$15,000 Fire Loss 

LAWRENCEVILLE, Va.—Dam 
age estimated at between $15,000 
and $20,000 was caused by fire Qj, 
the Brunswick Rubber Co., owned 
and operated by the Brunswick § 
Chevrolet Corp., here Sept. 21. Tugs 
greatest loss was in machinery, 
equipment and material for th 
recapping plant. 5 


Worlds Largest Refiners of 
Pennsylvania Oils wrt tyor~ 


special steel industry, for example, 
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b-5 Wages Falling Back 
slo Last Year’s Level 


\ ASHINGTON. — Reconversion,even though some of it is being 


‘n a war to a peace economy | offset by expansion of employment 


“i result in a drop of about $8]in service industries. 


bj on, or about 9 percent, in in- 


——" ic payments to individuals dur- 
in. the second half of 1945, accord- 
- to a Department of Commerce 


Peview. 

[The income payments reached 
je highest level in history — an 
annual rate of approximately $165 
billion — last February. Then they 
eean drifting downward, and the 
average for the first half of 1945 
was $163 billion. 

Tne present sharp decline be- 
van with the surrender of Japan 
and the accompanying heavy 
‘cancellation of military contracts, 
; and is expected to reduce the 
: uinnal rate for the second half 

f ift5 te $148 billion. This will 

ing the year’s total to the 1944 

‘vel of income payments. 

This decline,” said Commerce 
© .etary Wallace, in a summary 
review, “represents in part 
th eost of reconversion, and in 

t the easing off of wartime pres- 

e upon the economy which 
n-cessitated drawing workers from 

»omes and schools into the labor 

orce and utilizing labor’s services 
generally over an abnormally long 

ork week. 
Producing Pays Off Most 

“The decline in income payments 
Rvill be largely a decline in the 
volume of wages paid in the manu- 

acturing industries. This will not 
liminate all of the immediate in- 
flationary pressure. 

“Some of the pressure will still 
ye there, but that portion which 
remains will not be created by 
ising incomes; rather, it will grow 
but of production problems, and 
the way to relieve it will be 
hrough stimulating the required 
production of consumer goods, dur- 
able goods and housing. 

* “That means that the big prob- 
lem today is to get production 
started and to take care of the 
aftermath of demobilizing soldi- 
ers and war workers. While the 
immediate curtailment of pur- 
chasing power will not be serious, 
prompt reconversion by business 
and vigorous government action 
is needed to prevent mounting 
deflation and unemployment.” 
The rise in income payments for 
the economy as a whole has been 

1 remendous since the first defense 
pee ending began in 1940. 

} Starting with 1940, they rose 23 
pemrnercent a year for four years, with 

1ost of the increase concentrated 
in three fields manufacturers’ 
iyrolls, agricultural income and 
Payments by the military. 


* Pattern Altered in 1943 

=a At the end of 1943 the pattern 
eegan to change. Manufacturers’ 
»ayrolls leveled off and then began 

“409 decline slowly, even though the 
veak of the war effort had just 
2en reached. 

Military payments kept on grow- 
ing, and since they rose faster 
an manufacturers’ payrolls de- 

"a “lined, the total volume of income 
payments kept on going up until 
r arly this year. 

When the war ended the effect 
was felt first and most drastic- 
Nally in manufacturers’ payrolls. 
Military payrolls of course began 
to drop, but this drop was offset 

“to a large extent by mustering- 
out pay. But the decline in manu- 
lacturers’ payrolls will go on for 
“some time to come. 
This is so because roughly half 
m' the original increase was the 
“esult of the rise in employment 
nd basic wage rates. The other 
Ralf was due to longer hours, 
vertime pay and the wartime shift 
rom low-wage to high-wage indus- 
ries. 
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Sharp Decline Underway 
But with the coming of peace the 
‘hole process has gone into re- 
erse. The shifts are occurring 
Rrom high-wage to low-wage indus- 
ries. At the same time, the prewar 

vork week is being restored. 
R These two factors alone would 
ut manufacturers’ payrolls’ by 
ibout one-third, even if the total 
Rolume of manufacturing employ- 
ment remained the same. But the 
otal volume is going down too, 





All in all, therefore, a sharp 
drop in income payments, cen- 
tered in the manufacturing field, 
is underway. Hand-in-hand with 
this drop is coming a drop in 
military payrolls. Offsetting both, 
to some extent, will be expanded 
veterans’ benefits and unemploy- 
ment compensation. 

Normally, the anticipated $8 bil- 
lion drop in income payments 
would have had a depressing effect 
on retail trade. For the immediate 
future, however, no such effect is 
likely to be noticed, since it will be 
overshadowed by the rush of con- 
sumers to buy long-wanted goods 
which are now beginning to appear 
on the market. 

On the other hand, expansion of 
retail trade to a full-employment 
level will be delayed as long as 
income and employment are cur- 
tailed. 
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Shaw and Potter 
Ly sad Southwest 
‘Hudson Regions 
DETROIT.--Appointment of 


| 


(at mike), president of Willys-Overland Motors, | 


welcomes Willys distributors to the Toledo plant. During the six-day program, | 
the group witnessed the manufacture of the company’s new civilian Jeep, heard 
Willys executives discuss its details and varied uses, and were acquainted with 
production plans. The series of clinics for distributors are being supervised | 


by Geo. 


Harold Bell, director of sales for the company. 


Willys executives | 


(standing at left) are left to right: Bell; Ward M. Canaday, chairman; A. W. 


Humfeld, a director, and George W. 


Carmichael Returns 


To Private Industry 


TORONTO. — H. J. Carmichael, 
vice-president and general man- 
ager of General Motors of Canada, 
Ltd., is expected to return soon to 
GM at Oshawa from government 
service. Early in the war he was 
loaned to the Canadian government 


As the motor makers swing into mass 
production with the prospect of peak 
sales, these are days of bustling activity 
and make-ready at Universal C.I.T.... 
as we check and recheck every feature 
of our financing and insurance “‘pack- 
age’’ against the proven needs of motor 
dealers and their customers. 

We are busy, too, on an expansion 
program that calls for opening local 
offices in many additional marketing 
centers, to bring more thousands of car 
dealers within reach of intimate, local 


A CUSTOMER SERVICE AVAILABLE THROUGH [UNIVERSAL 
Wadd F 


Ritter, vice-president and secretary. 
and has held many top posts in 
Canada’s wartime Munitions and 
Supply department. 

He has been coordinator and 
chairman of the Canadian War 
Production Board and until his re- 
tirement from Ottawa has been 
director-general of industrial re- | 
conversion in the new Department | 
of Reconstruction. 


Harold H. Shaw and Glen S. Potter 
as regional managers in the Hud- 


son Southwest division has been 
announced by George H. Pratt, 


general sales manager. 
Shaw will make his headquarters 
in Dallas, Tex., under the super- 


‘ * 


“\ 





H. H. Shaw 


G. S. Potter 


vision of W. S. Milton, southwest 
divisional sales manager. 

Potter will make his headquar- 
ters in Kansas City, under the 
supervision of W. S. Milton, also 
southwest divisional sales man- 
ager. 


ao7 Want Ad Dept., Inside Back Covet 


contact with a Universal C.1I.T. Branch 
Manager and his local service staff. 
In the months and years that lie ahead, 


motor dealers will have a 


greater need 


for UNIVERSAL C.I.T. FINANCING 


SERVICE than ever before. 


We are 


ready to meet new financing competi- 


tion that seeks to come 
dealer and his customers. 


between the 
Behind this 


pledge stand the men of Universal C.I1.T. 
...men who are now working with you 


to help you keep car financing in your 


own hands. 


There's More to Financing than Money 
UNIVERSAL C.1.T. CREDIT CORPORATION 


One Park Avenue, New York 16, N.Y. 





OUR COAST-TO-COAST NETWORK OF OFFICES 


te lle a 
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S. O. of Indiana | 


To Modernize 
Retail Units 


CHICAGO.—Standard Oil has 
earmarked a part of a $100,000,000 
construction fund for service sta- 
tion improvements, it was an- 
nounced last week. 

The modernization process will 
make the stations larger and more 
attractive, yet leave them suffi- 
ciently similar to be recognized as 
the familiar Standard station. 

Among the changes will be 50 
percent larger station salesrooms 
and a 25 percent increase in space 
for lubrication service. More stor- 
age space for stock and equipment 
is planned. 

Innovations also include moving 
of greasing and other equipment, 
which occupied space used by the 
public, so as to be more convenient 
to the operator. Work benches, 
tool racks and inner tube testing 
basins will be improved. Construc- 
tion of a model station has been 

approved. 

Supplementing the regular lines 
of other accessories, 
carry additional automotive parts 
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K. RAY SPENCER, veteran New York regional manager for De Soto division, 
was given a farewell party by 150 New York De Soto dealers when he retired 
to assume a De Soto dealership in San Antonio. Left to right are: George Fuchs, 


owner of the Fairway Motor Sales, Jamaica, L. I.; Herman Goldstein, Brooklyn, 
dealer; Lt. Comm. W. G. Morrison, U.S.N.R., former De Soto district manager 
in New York; C. L. Davis, assistant regional manager in New York; Spencer, 
and Herman Mayer, general manager, Metropolitan Motors, New York City. 





such as mufflers, tail pipes, fuel There is a possibility that automo- 
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Showdown Near in Muddle... 
ene ey ene eae cea een 


U.S. Stand Adds Fuel 


To Vet Job 


DETROIT. — The three-cornered 
showdown over the job rights of 
returned veterans loomed nearer 
last week after Selective Service 
ruled that the former GI has abso- 
lute priority for any employment, 
new or old. 

In a straight rebuff to unions, 
Draft Director Lewis B. Hershey 
decreed that veterans seeking re- 
employment cannot be forced to 


}|join a union as a condition to 
| | working. 


Reemployed veterans possess 
rights that take precedence over 
any seniority system during the 
year they are guaranteed their 
old jobs, Hershey also asserted. 

As for management, Hershey’s 
directive declared flatly that in 
borderline cases, the question 
whether a veteran’s former job 
was permanent “should be re- 
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It’s breath-taking —the speed with which the petroleum industry rushed high-oc- 
tane gasoline into Ethyl pumps all over the country. As if by magic, nearly 
every oil company now has a super gasoline to offer you— Ethyl! gasoline 
that comes up to your highest expectations of power, performance and quality. 


The secret, if it is a secret, is that gasoline refiners had been making 
superb gasoline all along. But this high-quality fuel was needed for mili- 
tary purposes. Came the end of the war—presto—you now get the cream 


of the gasoline production. All you have to do is—acgk for Ethyl 
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Clash 


seniority than a veteran will ha 
to be transferred or fired if the 
retention blocks the veteran’s r 
employment at his former post, t 
directive stated. 


Directive Angers Unions 














attempting to clarify the issue wit 
its directive, the new policies hav 
only served to infuriate the unions 


veterans employed in new jobs. 


Hershey’s directive backs those 
who would give veterans super- 
seniority on a new job for time in 
service. Labor has agreed to allow 
veterans the nod on former posi- 
tions, but is violently opposed to 
allowing the same super-seniority 
for new jobs. 

Employers, on the other hand, 
have been left in the middle in the 
controversy. Until now, they have 
indicated they will take the role 
of middleman in the clashes be- 
tween unions and government. 


But one veterans’ leader won- 
dered late last week whether 
firms whose working forces have 
been trimmed by the end of the 
war will allow their prerogatives 
to be destroyed to the extent that 
they will be able to hire World 
War II veterans only for new 
positions. 

The spokesman, James W. Can- 
non, general counsel for the Vet- 
erans of Foreign Wars, declared 
that the new directive has “mixed 
things up until neither business nor 


stands.” 
In contrast, the American Legion 
endorsed Hershey’s policies. 


Bill Backs Hershey Stand 

Whether the scene of the final 
showdown will be Congress or the 
Supreme court was still to be de- 
termined. A bill substantially in 
accord with Hershey’s new policies 
has been proposed by Rep. Harold 
Knutson of Minnesota. 

Meanwhile, the one test case over 
the job rights of veterans returned 
to the spotlight when the UAW- 
CIO intervened in the Federal Dis- 
trict court battle here between 
George A. Droste, former soldier, 
and Nash-Kelvinator Corp. 

This litigation may hold the key 
to clearing up the job muddle. Ap- 
peal to the Supreme court is re- 
garded as certain no matter how 
the decision is made here. 

Droste, contending that the Se- 
lective Service act entitles him to 
seniority over all workers who re- 
mained at home, filed his suit 
against Nash last spring. Droste’s 
suit asserts that he was laid off 
and downgraded after being re- 
hired by the Nash plant in Lansing. 

Droste was employed by Nash 
before his induction into the 

Army. His suit is the first major 

one on the controversial issue 
since veterans began returning in 
volume numbers. 

The petition of the UAW alleges 
that Droste’s claim amounts to a 
“super-seniority” that would im- 
pair the rights of 350,000 other re- 
turning veterans who are UAW 
members and undermine seniority 
patterns which “are the basis of 
job security.” 

Nash spokesmen declared that 
the company, as the defendant in 
the case, would follow through the 
court battles in an effort to deter- 
mine a clarification of the senior- 
ity provisions in the draft act. 


Parking Meters OK’d 
By 1 Vote in Belleville 
ST. LOUIS.—When the city coun- 
cil of Belleville, Ill., was deadlocked 
7 to 7 on an ordinance providing 
for the installation of parking 
meters on the streets in the down- 
town business’ district, Mayor 
Ernest W. Tiermann sr., cast the 
deciding vote for the project de- 
spite bitter protests of merchants. 
The shopkeepers asserted busi- 
ness would be driven to East St. 
Louis and St. Louis by the meters. 
Motorists will be charged 5 cents 
per hour for parking. Mayor Tier- 
mann estimated the meters will 
yield a net profit of $20,000 to the 
city after the machines have been 
paid for. 





Although Selective Service wale 


the labor union knows where it * 
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slow many shoemakers 
. make one tailor? 
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Silly question? Not at all. For you can divide a tailor by 


a shoemaker when you know the size of their incomes. 


Similarly, you can compare the people who read the 
Sunday New York Times Magazine with those who 
don’t. The Times, you know, has more than 800,000 
Sunday circulation among people of better-than-average 
purchasing power. In addition to buying more of the 
everyday necessities than other families buy, they can 
afford the “extras” that mark a higher standard of living. 


New York Times families are an exceptional group— 


a class market on a mass scale. And they rely on The 








Times for the advertising of your merchandise, just as 


they do for news of events. 


Che New Work Cimes 


‘“‘ALL THE NEWS THAT'S FIT TO PRINT‘ 

































































Sone _ ATTITOAAAITI rr 2 23n--- 


16 AUTOMOTIVE NEWS, OCTOBER 1, 1945 
GM Assembles Some Things Are to Be Added .. . 


First Truck Job é | es 
At South Gate ‘|i. et a Bus Builders Enumerate 


a Gece Het | eS ____——____ |Proposed Improvemeng 



















off the assembly line of General er nee 

Motors South Gate plant recently. r r 
The plant now employs 475 per- he ah 2 gehh Soh pe ESE ge «6 NEWARK, N. J.—Representatives brake was depicted as import 

sons and the payroll will increase| ~~" ome ee Peres of bus manufacturers met here re-|to bus owners and operators. 

as production mounts, according to ’ ’ ; cently with members of the New manufacturers’ representatives s 

Henry Clark, manager. He expects Jersey Motor Bus Assn., Inc., to engineers now are working 


to assemble 800 trucks during the discuss what bus manufacturers plans which may result in grea 
balance of September, increasing] THIS MODERNISTIC BUILDING, to cost half a million dollars with its|plan to give the riding public to| brake eet : 
this figure to 2,500 units in October. | equipment, is planned by Allied Motors, Inc. (Chrysler-Plymouth), Kansas | increase safety and comfort and| Asserting that owners are “ca 
By year-end Clark expects the] City, for postwar sales and service. Construction is scheduled to start before what bus a and operators ex- sida aes ae and 
plant to be assembling Buick, Olds-| the end of September. The Main St. front, lower than the Baltimore side, will pect to find in postwar buses. wd shoes” ar a 


: 7 . comniission,” Denis Gallagher, 
mobile and Pontiac passenger cars. | have two stories. The two frontages are separated by an alley. A different type of emergency ident of the association, ane Pp 


give us a brake and call it an emé 
gency brake. Then an _ inspect 
from the commission examines tf 
vehicle and calls the brake a par 
ing brake.” 

What is sometimes passed . 
other states fails in New Jersey om 
bus inspection, it was stated. Ag 
manufacturers’ representative ob 
served that “an inspector has to) 
find something wrong or he'll e—— 
accused of taking a cigar or know-~. — 
ing someone.” ' 

It was announced that a commit 
tee of operators would discuss with —— 
manufacturers a type of brake 2. 
which will be approved in Nevgere 
Jersey. eh 

Pointing out that their engineers 
were at work on plans for ngincers dag 
buses, the manufacturers said new ~~ 
features will include heating a ee 
ventilation, elimination of numer- 
ous hose connections, transmission 4 
changes, more powerful engines, 
more comfortable seats, increased 
standing room and windows for 
standees so that they will be able 
to read street markings. 

Those who spoke ot the confer- 
ence included R. L. Weider o 
White Motor Co., W. G. Faist of 7 
GMC Truck & Coach Co.; W. B. Z 
McCorum of A.C.F. Brill Motors, 
R. W. Snook of Superior Coach Co., 
W. J. Rodgers of Mack Trucks, 

Inc.t E. S. Rider of Twin Coach co 

Others were W. W. Costello of 
Transit Buses, Inc.; Charles Ray of ame 
Market Service of Richmond, Va.; 

John J. Connelly of Consolidated 
Bus Lines, Inc., of Clifton; George Gar" 
M. Eichler, general counsel for the 
association; and Robert B. DeCamp 
of DeCamp Bus Lines, Inc., of Liv- 
ingston, vice-president of the asso- 
ciation. Thomas Duggan of Cleve- 
land, vice-president of Thompson @™=—="™ 
Products Co., spoke at a dinner. 

: err 
Stickel of ODT 

2 e 
Joins White oat 

WASHINGTON.—The resignation 
of H. Richard Stickel, property op- Tn 
erations division director, was an- 
nounced last week by Guy A. Rich- ; 
ardson, director of the highway et 
transport department of the Office 
of Defense Transportation. He will 
become affiliated with White Motor ™ . 
Co. at Cleveland. ty 

Stickel joined the ODT as exec- e~ 
utive assistant to the director of 
the division of motor transport in : 
March, 1942. Prior to entering ODT, — 
he was district director of the In- sy 
terstate Commerce Commission’s .. = 
bureau of motor carriers in charge — 
of the Delaware, Maryland and pe 
eastern Pennsylvania district. He 
entered public service in 1919 with 
the engineering division of the 
Pennsylvania department of high- . 
ways. In 1925 he assisted in the re- 
organization of the Pennsylvania 
state bureau of motor vehicles, be- = 
coming its director in 1930. From 
there he went to the ICC in 1936. 


~~ 
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Driver’s-eye view of PB leviolas 


£ bw: possibilities for PLEXIGLAS in tomorrow’s cars will be limited 
only by the imagination of designers. This war-famous transparent 
plastic will lend sparkling beauty inside and out—beauty that’s hard to 
describe but easy to measure in terms of sales appeal. 



















Many PLEXIGLAS properties combine to give this extra allure. Out- 
standing among them is the ability of PLEXIGLAS to transmit light for 
edge-lighted dials and to create striking three-dimensional effects for 
name-plates and escutcheons. Also important is the proved adaptability 
of PLEXIGLAS to mass production molding. 





























Take the first step now toward greater interior and exterior beauty in 
your new models by specifying PLEXIGLAs moldings on your blueprints. 
For additional information, telephone or write to our Detroit represen- 
tative: W. E. Biggers, 619 Fisher Building, Madison 1500. 

















Dominion Rubber Starts 


$1,000,000 Expansion 
KITC HEN ER, Ont.—Dominion 
Rubber Co. Ltd. launched a 
$1,000,000 building program here 
last week at a sod-turning cere- 
mony, presided over by the com- —— 
pany’s vice-president and gen- 
eral manager, A. W. Hopton, 
before a crowd of 1,800 em- = 
ployes and leading public fig- 


ROHM & HAAS COMPANY & | x 


to P. C. Jones, president of the 
WASHINGTON SQUARE, PHILADELPHIA, PA, Dominion Rubber, will be of 
steel and concrete construction 
and conform architecturally to 
the present structures. It will 
contain 93,935 square feet and 
cost in the neighborhood of 
$556,000. 




























Only Rohm & Haas Makes PLEXIGLAS 












PLEXIGLAS 4s a trade-mari, Reg. U.S. Pat. OFF 


Manufacturers of Chemicals including Plastics . . . Synthetic Insecticides . . . Fungicides . . . Enzymes . . . Chemicals for the Leather, Textile and other Industries 


So ae aa 
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postwar selling problems? 





WHAT doce thes great market offer? : 


A tremendous - 

ae tc ae for autos, washing machines, refrig- 

panna aie ——- generally. Dealer and consumer 

eer oe ying emand running into the billions. Here is a 
ified by diversified income and huge savings 


famous for i 
or its responsivene 
ss to isi i 
: nl advertising and its record-breaking 


HOW caw you get started 
autth volume sates? gaee 


In this one compact market th i 

aca ' ere is more postwar busin 

ae ee states combined. The Chicago ae ae, 

eae = sons entire output of some ln sheaatiaes 

eg gah ithe mediate volume and at the same time buil 
ng, profitable operation. ” 


et 
mt 
eo 
pee 
=e 
ae 
ae 
rt 


<] 


WHY ce cle cHICAGO TRIBUNE 
your best medium ¢ 

d towns of 1,000 or more 
s—on Sundays, 











Today! Now avai 
: ailable for 
your study and . ; 

program bas : Y use is @ 5 fi 
snags on the findings of an auto and hecaiaak cs — 
nent facts ae consumers and dealers. To get th ant 

, address C. S. Benham, M : ese perti- 

i ° ’ ana . ie 
Chicago Tribune, Tribune Tower, ow Advertising, 
, is. 








t of every 3 families in 756 cities an 
| area reads the Tribune on weekday 


other family. Bought, read and bought from as is no 
Chicago market, the Tribune is a powerhouse among 
Seven days a week it hits with a sellin 
you a choice of monoroto, 
e—at milline rates which are 


One ov 
population in this vita 
it is practically every 
other medium in the 
dealers and consumers. 


gets action. Only the Tribune gives 
or black and whit 










g impact that 
coloroto, 


comicolor, newsprint color, 
among the lowest in the country. 





CHICAGO TRIBUNE 


THE WOR : 
: eo"? GREATEST NEWS PA 
P E R 





‘ ‘ , , ‘ , ’ ° 


54 
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Shown here is the first Nash outdoor poster that It’s a big car outside... a big car inside . . . wit Gig 
motorists throughout the country will see. of room for six big people to stretch and relax in,ge 
fort. Yet with all its bigness, the Nash “600” § 
amazing maneuverability. It turns shorter, sé 
easier, gets away fast. 7 


It’s a challenging poster . . . dramatizing the fact that 
today Nash has many of the features the public ex- 
pects in the cars of the future. 


And here’s the story behind this poster . . . the reasons It has the finest system of conditioned air ever bu 
why the Nash **600”’ is the pattern of cars to come. for an automobile. For riding in a Nash “600” mean 


enjoying draftless, fresh, filtered air. . . thermostati- 
cally-controlled to your perfect comfort. 





Careful analysis of what people want in coming auto- 
mobiles, as specifically expressed in leading indepen- 
dent surveys and polls, shows that the Nash ‘‘600” It’s the first truly lightweight big car. Instead of a sep- 
closely matches every one of the automotive public’s arate body and frame there is a single integral unit of 
preferences in economy, comfort, and performance. welded steel. Gone are body squeaks and rattles. New 
strength and safety are added...with a road-hugging 
buoyancy resulting from 500 pounds less weight, and 
independent coil spring suspension on all 4 wheels. 


It has economy that stretches the motorist’s dollar as 


it’s never been stretched before. For the Nash ‘‘600” 


means 25 to 30 miles on a gallon of gas at moderate 
highway speeds... with a single tankful of fuel cover- And it offers sportsmen the kind of car they’ve been 
ing 500 to 600 miles. dreaming about, with a built-in, convertible double bed 


~ 


geen ae gh nok.) Came a cee en 
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TTERN OF 
CARS TO COME 





for camping out in style. 







‘ i 

ny And for the dealer, Nash has prepared one of the finest N | M 

c= service programs in the industry. AS H O T O R . 
a Division of Nash-Kelvinator Corporation, Detroit 32, Mich 
==] Yes... look at the Nash “600” from every angle... 


And you'll agree it’s the pattern of cars to come! 


Tune in: Nash-Kelvinator’s hit musical program, Wednesdays 
1:30 P.M., E.S.T. « 9:30 P.M.,C.S.T. ¢ 8:30 P.M.,M.S.T. 
OP Mi. Pa =. . Columbia Broadcasting System 





Dealer 


Chandler Opens Dealership 


In Greensboro, N. C. 


Chandler Motor Co., Greensboro, 
N. C., headed by Virgil L. Chandler, 
owner and manager of Chandler 
Tire Co., has just been organized 
here and will be the exclusive deal- 
er for Packard cars and parts. 

Associated with Chandler in the 
new firm is David L. Chandler, now 
in the armed service, and Mrs. 
Virgil Chandler. 

* . * 


Allied Firm Puts $250,000 


In Kansas City Project 


An automobile sales and service 
development costing more than a 
quarter of a million dollars is be- 
ing constructed on ground acquired 
by Allied Motors, Inc. (Chrysler- 
Plymouth), on the north side of 
16th St. from Main St. to Baltimore 
Ave., Kansas City. 


To obtain a frontage of 150 feet 
on Baltimore and 100 feet on Main, 
the automobile firm purchased 
three pieces of property on Main 
and Baltimore and took a long- 
term lease on the northeast corner 


ATIMORMOAMTtIIA aereeee 


AUTOMOTIVE NEWS, OCTOBER 1, 1945 


Doings 


of 16th and Baltimore. Two build- 
ings, separated by a midblock alley, 
are being constructed, The Balti- 
more building, to house a show- 
room for Chrysler and Plymouth 
cars, offices and quick-service de- 
partment, will have one floor on a 
150-foot front. 


15 Chrysler Dealers 


Erect New Buildings 

Out of 36 Chrysler dealers 
associated with the John T. 
Fisher Motor Co. distributorship 
in Memphis, 15 are now erecting 
new buildings, according to J. 
Cc. Clem, regional manager. 

Construction of the new build- 
ings is expected to be completed 
soon and in each case will repre- 
sent an expansion of facilities. 


New McCutcheon Building 


To Have U. C. ‘Lot’? on Roof 


McCutcheon & Drake Motor Co., 
Inc. (Chrysler-Plymouth), Beckley, 
W. Va., has started construction of 
a 57 by 109-foot building to cost 


TRADE MARK 
REG. U.S. PAT. OFF. 


Henety pe 


SHOCK ABSORBERS... 


$25,000. 

One of the unusual features of 
the building will be the used car 
“lot” to be located on the concrete 
roof. W. M. McCutcheon, of the 
dealership, said the new structure 
will also have two entrances on one 
street, and one on another street. 


Oberwager Will Renovate 


Service Headquarters 

J. C. Oberwager, Inc. (Chrysler), 
at 655 E. 28th St., Brooklyn, N. Y., 
is planning a complete renovation 
of the 100 by 100-foot service build- 
ing on Bedford Ave., which he re- 
cently purchased. 

He plans to use the latest equip- 


ment and tools. 
* * * 


Blair Dealership Sold 
To Ellsworth Brothers 


Assets of Preston A. Blair Co., 
Inc. (Dodge-Plymouth), Idaho 
Falls, Id., have been purchased 
from J. P. Blair, owner, by three 
brothers. The brothers are W. 
Fisher Ellsworth, Frank B. Ells- 
worth jr. and Jack B. Ellsworth. 


Frank B. is now serving as a 
lieutenant in the Navy. The new 
firm is doing business as a partner- 
ship, with Blair remaining as an 
inactive member of the organiza- 


NO 


LEADERSHIP CONTINUES 


Back thirty years ago all who made, sold and 
drove automobiles knew and respected the 
famous ‘‘boy and bull” trade-mark graphic- 
ally picturing the principles of the famous 
Gabriel Snubber. It was the No. 1 identifica- 
tion in its field. 


Today the hydraulic principle dominates 
spring control of motor cars, and the name 
Gabriel identifies the perfection of this 
principle. Cars of every size--trucks, buses 
and railway cars--run smoother, safer and 
last longer because of Gabriel hydraulic 
shock absorber equipment. 


The name Gabriel stands for quality and out- 
standing leadership. Gabriel distributors and 
Gabriel dealers, too, are leaders in their fields. 


SORT SaaS 


HAE: 


tion. The firm has been in business 
at the same location for 31 years. 


Wells Heads Advertising 


For Lester Motors 


W. Perry Wells, formerly a major 
with the Ninth Air Force and now 
on inactive status with the Army, 
has been ap- 
pointed director 
of advertising for 
Lestér Motors 
(Ford), Sacra- 
mento, Calif. 

Since 1925, Wells 
operated Wells 
Bros., Inc., print- 
ers and direct-by- 
mail advertisers, 
in Chicago. His 
new office will be 
located at 1317 
Kay, Sacramento. 


* 


News From Akron 


2 New Dealers to Open, 


One Reconverts 


Two new dealerships will be 
operating in the Akron district 
in the near future, while a third 
is reconverting after four years 
of loading shells for war. 

Ferguson & Wells Co. of Cleve- 
land will set up a Hudson dealer- 
ship at 590 N. Main St., with S. B 
McDermott as manager. The Akron 
District Automobile Dealers Assn. 
has announced that Yontz-Thomas, 
Inc., will open a De Soto outlet at 
1620 Front St., Cuyahoga Falls. 

It was also announced that Bor- 
den Automobile, Inc., 211 W. Mar- 
ket St., has renewed its franchise 
with Chrysler Corp. and will re- 
turn to the auto business as soon 
as war contracts can be cleared up. 


* * * 
Topel Breaks Ground 
For $85,000 Expansion 


Ground was broken in Kenosha 
last week for the new $85,000 build- 
ing of Topel-Nash Sales Co., the 
first postwar expansion project in 
Kenosha’s automobile row. Earl 
Topel, president, turned the first 
shovel, He has sold his present site 
to Fred P. Rudy, local automotive 
parts wholesaler and manufacturer. 
The new site is 110 by 250 feet. The 
building will have 22,000 square 
feet. 

Topel services five counties in 
southeastern Wisconsin and north- 
eastern Illinois. His brother, Harold 
C. Topel, is assistant general man- 
ager of the company. The firm, or- 
ganized in 1916, is the oldest dealer 
in Kenosha. 


W. P. Wells 


* * * 


Willys Appoints Kurland 


Kurland Motor Co., 1134 Broad- 
way, Denver, has been appointed 
Colorado dealer for the Willys 
jeep. 


Galles Leaves OPA 


H. L. Galles is resigning his post 
as regional OPA rationing execu- 
tive in Denver to return to his 
home in Albuquerque, N. M., where 
he will again he associated with 
his father, Herb Galles, in the 
management of Galles Motor Co. 
(Chevrolet - Cadillac - Oldsmobile). 
Galles joined OPA in 1942, 


* * ¥ 
Neel-Dudley Chartered 


Neel-Dudley Motors, Inc., Jack- 
sonville, Fla., has been chartered 


with authorized capital of 100 
shares, par value $100 each, by 
James A. Dudley, William B. Neel 
jr. and Mamie Lou Neel. 


* * * 


W estbrook-Smith Named 
Westbrook -Smith Motors, Ltd., 


228 N. Main St., has been named 2am 


Dodge- -Plymouth dealer in East Z 
Point, Ga. The principals in the 


firm are W. Chester Smith jr. and 77) 


Joseph J. Westbrook. 


* * * 


Kirby-Jones Chartered 


Kirby-Jones Motor Co., with 
principal offices at Roxboro, N. C, 
has been chartered with authorized 
capital of $100,000, subscribed stoc 
$5,500, by J. E. Kirby, O. T. Kirby 
and S. A. Jones, all of Roxboro. 

* + * 


New Vancouver Firm 


Taylor Motors, Ltd., has been in- 
corporated with authorized capital 
of $20,000 and registered offices at 
404-8 Rogers Bldg., Granville St., 
Vancouver, B. C. Company will 
establish an automotive sales and 
service business. 

* * * 


Dealer Plans Airport 


Homer L. Troutman, veteran 
automobile dealer of Kannapolis 
and Concord, N. C., has announced 


plans for a modern airport, midway g== 


between Kannapolis and Concord, 


.|to cost at least $40,000. 


* * * 


Sunford Motor Robbed 


The Sanford Motor Sales Co., g 
Sanford, N. C., was entered through 
a rear window recently and about 
$650 was taken from the safe. 

o* * * 


Nesbitt Named by Ford 


Nesbitt Motor Sales, Boswell, 
Ind., has been appointed an author- 
ized Ford dealer for that commu- 
nity. 

* * * ‘ 

Paul Slocum Penewitt, of Spring- 
field, Ill., was elected deputy grand 
commander of the Knights Templar 
of Illinois at the annual meeting’° 
held in Chicago last week. Pene- 
witt also heads the Springfield 
Buick Co. 

* * * 

Raiph R. Kriesel, president of ( 
Midway Chevrolet, St. Paul, Minn., 
and Minneapolis Downtown Chev- 
rolet, has been elected a director of 
the Marquette National Bank of 
Minneapolis. 

* * * 

B. Neustadt, for 21 years man- 
ager of contract operations of the 
Anglo California National Bank, 
San Francisco, has resigned to be- 
come Ford-Ferguson distributor in 
northern California and western 
Nevada. He is succeeded in the 
banking post by I. M. Barnett. 


* * * 


Marion Auto Parts, Marion, N. 
C., capitalized at $100,000, has been 
incorporated to deal in auto parts 
and supplies. The principals include 
B. W. Dickson, J. B. Kistler, both 
of Shelby, N. C., and R. A. Dickson, 
of Gastonia, N. C. 

7 * 7 

O’Connor Sales and “Service 
(Chrysler), Vermillion, S. D., will 
erect a building 60 by 100 feet in 
the downtown section, instead of in 
the suburban section as originally 
planned. 

2 * * 


E. Siebel, formerly with B. A. 
Motors at Kamloops, B. C., has 
purchased the Cariboo Garage at 
Ashcroft, B. C. 


sonville, Fla, has ‘been chartered | Ashcroft BG. 
Maximum Commissions to Producers 
by a li a ’ 
pecialists in Automobile 
S 
Finance Insurance 


For Finance Companies and Dealers 
Financing Their Own Time-Sales 


Write for Full Particulars 
Without Obligation 


RESOLUTE FIRE 


INSURANCE CO. 


A New England Stock Company Organized in 1926 


390 MAIN STREET 


HARTFORD 4, CONN. 


nee MP. 
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The Hearst Newspapers 





have always led in exposing and opposing 


OMMUNISM 


FELLOW TRAVELERS 
AMERICA | 





New York Journal-American, May 12, 1944 


“Whatever is right can be achieved through 
the irresistible power of awakened and in- 
formed public opinion. Our object, there- 
fore, is not to enquire whether a thing can be 
done, but whether it ought to be done, and 
if it ought to be done, to so exert the forces 
of publicity that public opinion will compel 


it to be done.”’ 





In 1933 the Hearst Newspapers pointed out that 
Communism, which at that time masqueraded as 
Democracy. was just as much a tyranny as the abso- 
lutism of Ivan the Terrible. 


. 
In 1934 the Hearst Newspapers pioneered in expos- 
ing the Communists in America as the No. 1 Public 
Enemies of our free enterprise system. 


e -_— 
In 1939) the Hearst Newspapers answered Commu- 
nist attacks on their Americanism with a ringing con- 
fession of faith in American institutions and ideals. 


In 1936 the Hearst Newspapers called the nation’s 
attention to Communist support of the New Deal. 
which was wittingly or unwittingly being encouraged 
by the Administration. 


e -— 
In 1934 the Hearst Newspapers traced the sit-down 
strikes in the automobile plants around Detroit to 
the “infectious mania” of Communism. 


In 1939 the Hearst Newspapers urged the Depart- 
ment of Justice to sweep the government payroll clean 
of the 2850 known Communists reported to hold 
positions in Washington. 


In 1941 the Hearst Newspapers revealed that Com- 
munist sabotage of munitions factories had helped 
bring about the fall of France and urged the United 
States to be watchful. 


ln 1944 the Hearst Newspapers reported that at 
least 18 of the 49 members of the CIO National 
Executive Board had records of collaboration with 
the Communist Program in the United States at the 
time the PAC came into being. 
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Tire Dealer Buildings .. . 


"LISTEN! I'll tell you something about 
that make! Their service is terrible!" 







EFFICIENT AND ATTRACTIVE store desi 
business development program for tire distri 
store exterior planning. 


gn is part of U. S. Tires ne 
utors. This is an example 



























































HERE IS AN example of interior store design by U. S. Tire & Rubber Co. 
for tire distributors. It reflects attractiveness of design plus functional use. 


Special Program Offered 
To U.S. Tire Dealers 


NEW YORK.—A new and com-|now in preparation and will be 
prehensive business development] released shortly, as part of th 
program geared to the require-| program, Walsh said. The manual 
ments of the independent tire dis- | was developed in collaboration with 
tributor is now in preparation by | George Cooper Rudolph Associate 
the U. S. Tires division of United | architectural firm known through- 
States Rubber Co., D. W. Walsh, | out the tire industry for its studieg 
sales manager, has announced. of the specific design requiremen 

Designed to keep the distributor | of the modern tire establishment. 
abreast of modern merchandising In order to cover the majorit 
trends, the program covers every|of circumstances, distributorship 
phase of successful sales and serv-|were divided into three broad 


ice operation to insure maximum|groups, according to markets@ 
volume and_ increased _profits,| basic, medium and large. 
oad start with qood service |':=" a 
Recognizing that no two distribu- 
torships are identical in every re- 


spect but rather reflect the individ- 
. AFTER Mrs. Brown winds up her tale of grief... after she has recounted in detail |! distributor in relation to his A i TQ Ee 0 a : L 
market, the new program will as- 


3 Bea ll ai vr : ‘ : elit , |sist each distributor in the full 
all the occasions when the dealer failed to come through with prompt, satisfactory development of his particular mar- D FE A L E Pp S 
ket through individually prepared 





v 





service ... will the Smiths still buy “that make”? Not a chance in the world! Another |pusiness development plans, he ° S 
' ; : explained. Opportunity 
sale has been nipped in the bud. with others to follow. Everywhere the Browns and “Naturally, each independent for 
dealer possesses individual charac- << 
Smiths and all their friends measure a product and its maker by service-after-the-sale! | teristics which set him apart from 
" , . *% ‘ , other dealers,” Walsh said. “The Profitable 
very fact that he is an independent =< 
- , a oes dealer proves that he possesses in- Turnover 
@ Manufacturers know the importance of good successful manufacturers simply call in Snap- | dividuality, and this is further OF R 
mie a a lial ' a a a ee demonstrated by his inherent initi- wver- eady” "7 
service, and work ceaselessly to help their deal- on . . . place the entire responsibility with the | ative, ingenuity and self-determina- ° 
ers provide it. Costly training programs and one organization that can handle the job swift- —. a Portable Milker 
; 5 ; F ccordingly, U. S. Tires’ new 
elaborate service manuals cover the most ad- — ly, wastelessly and effectively. Snap-on field | plans are tailor-made for each 
atoll aa ee es eres a : le isi ela . Spaced specific case and designed to help |  — g 
vanced service procedures, and constantly em- — men visit service establishments everywhere | each dealer with his own particu- m 
phasize the importance of using the proper © — call on the mechanics in the shops — dis- lar problems.” ‘ - a 
' Based on intensive research 
tools for every service operation. play and demonstrate factory recommended [Which has been underway for the] § 
; . a ally : i. ; past four years, the U. S. Tires i 
When it comes to the task of actually getting tools — take the orders and deliver the tools. | program is being launched immedi- & 
such tools into the hands of service mechanics Manufacturers interested in better service are ately, Walsh added, and will give} 


to U. S. distributors timely infor- 
from coast to coast, many of America’s most invited to write Snap-on. mation concerning present as well 

as projected future trends within 
the industry. 

One of the services provided 
SNAP-ON TOOLS CORPORATION |through the program is a_ store 
8082-) 28TH AVE. kenoswa, wis, |Planning department, equipped to] x... 
study the building and layout prob- 
lems of individual distributors. The 
aim of U. S. store planning is to 
make the best possible use of a 
given amount of space, to help 





LS oS oo 


create maximum volume of _ busi- Farm Labor Shortage 
ness as is possible for any given has created tremendous 
ae business, Walsh said. demand for Portable 
‘This involves an approach to Whi i 
station layout and planning that Milking Machines. 
offers the potential customer an eo-= 


invitation to come in to make his | Require practically no s€ 
purchases from the U. S. Tire | [Mustrated merchandising litera- 
distributor rather than down the | ture furnished free. Now 380 
| street in a competitive store,” | successfully by many car deale 
| —— commented. “Quality mer- 
| Chandise is the main source of * * 
| customer traffic, but it can be Territories Granted 


considerably increased with good 


plan and design.” Dairy Supply Co 


A store planning manual, com- 
881 Fourth Ave. 


SERVING BUSINESS EVERYWHERE WITH TOOLS FOR BETTER SERVICE [2i3° .cvith color sketches, plans New York City 


| buildings as well as remodeling is 
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Stopper in any store or window... 


Even a small dealer knows the big value of advertising 
in the Sunday comics section! He reads the comics. So 
does his family, his customers, and his friends. 

And when you give him a reprint of an advertisement 
from a Metropolitan Group Sunday comics section, he 
knows that it’s to his advantage to use it—recognizes its 
value as a stopper in his store window. 

He knows that the concentrated Sunday circulation 
reaches a majority of the neighborhood families that he 
sells or hopes to sell. 

He knows that adults as well as children have already 
seen your advertisement. (Readership checks show that 
three out of four adults are regular comics section readers 
in homes where Sunday newspapers are read). 

He knows your comics section advertisement has high 
reminder value, identifies brand, package and product. 

And for the people who haven't previously seen the 
advertisement, the comics reprint still has entertainment. 
continues to work as an advertisement. (The best Sunday 
night radio program can’t be repeated at the point of sale!) 


- Ow 





Because the comics reprint is a dealer help that really 
helps—there’s a lot of merchandising motive power in it. 

Metropolitan Group makes it possible for advertisers 
to apply concentrated coverage, habitual readership and 
the highest advertising receptivity nationally as well as 
locally—through any or all of the Group's forty-five major 
Sunday newspapers with a circulation of 16,000,000 
copies... reaching half of the better buying families in 
the whole U. S. market, with more concentrated coverage 
than any other type of media provides! Or matching media 
to fit your market pattern! 


METROPOLITAN Group’s Sunday comics offer full color 
at the lowest cost, and a space unit large enough to 
reproduce the actual package or the product, identifies 
the brand on the dealer’s shelves. And the Group is easy 
to buy—One order, one piece of copy, one bill! 

Now that we have to sell customers instead of stall 
them off—get Metropolitan Group to work for you and get 
action! Details from any office . 


a 
The first national newspaper network ... M et ro as O lita Be tor ou ge 


Washington Post +» OPTIONAL ADDITIONS: Atlanta Journal - 
Rochester Democrat & Chronicle + 
Fresno Bee + Long Beach Press-Telegram - 
Sacramento Bee + San Diego Union + San Francisco Chronicle 


Los Angeles Times 
Seattle Times - 


Comics Section Advertising 77: Baltimore Sun + Boston Globe - Chicago Tribune + Cleveland Plain Dealer « Detroit News +» New York News 
Philadelphia Inquirer + Pittsburgh Press + St. Louis Globe-Democrat +» Washington Star « Des Moines Register « Milwaukee Journal « Minneapolis 
Tribune «+ St. Paul Pioneer Press « ALTERNATES: Boston Herald + Detroit Free Press « New York Herald Tribune « St. Louis Post-Dispatch 

Buffalo Courier-Express + 

Dallas News « Houston Chronicle ¢ Indianapolis Star »« New Orleans Times-Picayune-States + Omaha World-Herald + Providence Journal 

San Antonio Express + Springfield Union & Republican + Syracuse Post-Standard +» METRO PACIFIC: 


Cincinnati Enquirer e Columbus Dispatch 


Oakland Tribune - Phoenix Arizona Republic 


Spokane Spokesman-Review « Tacoma News Tribune 


Oregon Journal - 


220 E. 42d St., NEW YORK 17 - Tribune Tower, CHICAGO 11 + New Center Bldg., DETROIT 2 - 155 Montgomery St., SAN FRANCISCO 4 




















































Universal C.1.T. Opens 
5 New Branch Offices 


Opening of five new branch 
offices of Universal C.1.T. Credit 
Corp. was announced last week by 
the firm’s vice-presidents in charge 
of each of the areas. Managers of 
the new offices, along with the lo- 
cations, are as follows: 

Charles F. Cassily, Bangor, Me.; 
Robert B. Brooks, Bluefield, W. Va.; 
Wesley G. Rowlett, Eau Claire, 
Wis.; Lionel Moss, East St. Louis, 
Tll.; P. V. Malone, Wausau, Wis. 

* od * 


Aluminum Alloys Opens 


Office in Grand Rapids 


Aluminum Alloys Corp. of Detroit 
announces the opening of an office 
at 200 N. Division St. here. H. 
Graham Fairchild, sales represen- 
tative for this territory, will be in 
charge. 

Company operates two foundries 
in Detroit and specializes in pro- 
duction of heat-treated aluminum 
alloy castings. It is an outgrowth 
of the Ray Day Piston Co., which 











Auto Personnel 


has been in the aluminum foundry 
business since 1925. 

* + + 
Reo Establishes Branch 


At Albany Under Chaffin 


Addition of a new factory-op- 
erated branch of Reo Motors, Inc., 
at Albany was announced last week 
by Don Streeter, general sales 
manager. 

Necessary parts 
and special serv- 
ice equipment, to 
meet increasing 
transport- 


ation needs of 
the central New 
York and New 


England industri- 
al areas, will be 
on hand at the 
new branch in 
time to begin op- 
erations Oct. 1, 





Miles Chaffin 


Streeter said. 


Management of the Albany 
branch, located at 149 Broadway, 
has been assigned to Miles Chaffin, 
who recently returned to Reo after 


ATIMOAACVEITITR a eeeee- 


prior service, including direction of 
the Fhiladelphia branch. 
* *K + 


Khuen to Be Consultant 
On Powdered Metals 


The opening of a new field in in- 


| 


dustrial counseling was _ indicated | 


last week with the announcement 
that R. H. Khuen, formerly sales 
manager of Chrysler Corp.’s pow- 
dered metal division, had formed 
his own company of engineering 
consultants who will exclusively 
devote their services to assisting 
manufacturers in employing the 
art of powder metallurgy to the de- 
sign of postwar products. 
kK * * 


Tucker Joins Sales Staff 
Of General Tire 


O. W. Tucker has joined the sales 
organization of General Tire and 
Rubber Co. Working out of the 


headquarter in Nashville. 


Tucker spent eight years in the 
trucking business. In 1935 he be- 
came affiliated with one of the 


| tucky. He remained with that com- 


AUTOMOTIVE NEWS, OCTOBER 1, 1945 

























































THE FIRST POSTWAR car to reach California and the first dealer previey 
was staged by Ford last week in San Francisco. Here are some of the I 
Northern California dealers who rose cheering to their feet as the new Fo 
super deluxe V-8 burst through the familiar Ford crystal ball. Myles Sinno 
Ford Richmond branch sales manager, stands by the new car, ready to te 
| them all about it as soon as the tumult dies down. 


| pany until 1942. 
* 


RACING FOR BIG STAKES 


Mortell Plant Converted; 


Memphis district office, he will | Acquires New Building 


During the past four years prac- 
After graduating from college, | tically all of the automotive prod- 
ucts of the J. W. Mortell Co., Kan- 
kakee, Ill., have been used for war 
purposes. Without extensive con- 
large rubber manufacturers in a| version it is now producing a new 
sales capacity, the major portion | and 
of his time being spent in Ken-|sound deadeners, sealers, etc., for 


improved 





Baltimore is the sixth largest city and one of 
the richest markets in the country. And it's 
likely to stay that way. Listen to what an offi- 
cial of the Bureau of Census says: ‘‘Rapid war- 
time growth in population; good to excellent 
chance of retaining it after the war.’’ What do 
they read in Baltimore? The News-Post with 
the biggest circulation in the city . .. and 
every reader a customer. Tell it and you'll sell 
it in the Baltimore News-Post. 
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Baltimore News-P 


NATIONALLY REPRESENTED BY HEARST ADVERTISING 
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automobile manufacturers. 

J. E. Ashton is now in charge o 
this division of the business at th 
main plant in Kankakee, Ill. Mar 
shall F. Ericson has been appointed 
manager in charge of the Detroit@ 
area. Pierre Mettetal will be assist-j& 
ant to Ericson. George A. Conkle™ 
has been appointed field represen- 7 
tative to the truck and bus body§ 
trade outside of Detroit, with head- 
quarters in Kankakee. 

The bank building located at the 
southwest corner of Monterey and | 
12th Sts. in Kankakee has been 
purchased. It is being converted e 
into a supply and service branch. © 

* + ok 




































































Ethyl Appoints Macauley 


Engineering Research Chief = 
John B. Macauley has been ap- ¥ 
pointed director of engineering re- 
search for Ethyl Corp. to succeed Se 
Earl Bartholo- 
mew, who be- 


comes general eS 


manager of re- 
search laborato- | 
ries, it is an- Ge 
nounced. Macau- 
ley has been chief 
of applied re. 
search for Pratt 
and Whitney Air- e 
craft for the past 
two years and for 
many years was 
chief of the en- 
gine laboratory of Chrysler. 

A native of Washington, D. C., 
Macauley attended the University 
of Illinois and served in France in 
the first World War as a Marine 
gunner in the First Marine Avia- 
tion Force. After an association of 
a year and a half as a sales engi- 
neer with the American Brake 
Shoe Co., he joined, in May, 1923, 
the engineering department of 
Maxwell Motor Corp., later ab- 
sorbed by Chrysler. 


* * * 


Mills Will Represent 


Chrysler in S. America 


C. B. Thomas, president of Chry- 
sler Export, last week announced 
the appointment of Harlan E. Mills 
as regional exec- 
utive manager of 
Chrysler’s new 
Central - South 
America region. 
The region com- 
prises all of Cen- 
tral America, the 
West Indies, and 
South America. 

Before the war, 
Mills was assist- 
ant manager for 
the two divisions. H. E. Mills 
He joined Chry- 
sler Export in 1933, after gradua- 
tion from University of Wisconsin. 
During the war Mills was loaned 
to the Dodge-Chicago division of 
Chrysler where he was supervisor 
of expediting and, later, supervisor 
of non-productive stores. 





J. B. Macauley 








BIG BUYING POWER 

FOR ADVERTISERS 

in TAX! WEEKLY 
Practically all of the 50,000 taxicab 
owners in the U. 8S. read it. Cab own- 
ers dally buy various types of mdse to 
keep their cabs in good condition, ap- 
pearance. BUYING POWER IS EQUAL 
TO 250,000 PRIVATE CAR OWNERS 


Tin eae) 


1819 Broadway, N. Y. 23, N. Y. 








IMMEDIATE DELIVERY 


CE ea aD 
WRITE FOR DESCRIPTIVE FOLDER 


SPERBER MFG. CO. 


, 1815 Trombly Ave. 
DETROIT 11, MICH. 
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2 1945 Esquire, tac. 


exceptional 


results 


Esquire also delivers exceptional results for national advertisers of many other products in virtually every field. 


for leading 


radio 


advertisers 
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642 Surplus Trucks Sold 
At 75-80% of Ceiling 


DENVER.—The first big sale of 
surplus army trucks since the war 
ended was held here last week. 
Two hundred and fifty-eignt trucks 
were disposed of Thursday and 384 
more on Friday. 


Although the vehicles were auc- 
tioned, not a single truck was on 
the scene. The bidders were sup- 
posed to have inspected them in 
advance at Fort Warren, Wyo., or 
at Camp Carson, Colo. No bids were 
“called out,” but the sale was 
moved at the rate of one vehicle a 
minute. 

Participating in the bidding were 
143 registered and certified auto- 
motive dealers from seven states, 
Colorado, Wyoming, New Mexico, 
Utah, Nebraska, Idaho and Nevada. 
All had qualified previously with 
the surplus property department 
of the Department of Commerce, 
establishing their operation of bona 
fide sales quarters with show rooms 
and repair department. 

Each truck was sold individually. 


Henry Hawes, sales announcer, and 
Robert Babey, commodity special- 
ist for the automotive division of 
the surplus property department, 
conducted the sale. There were five 
types of trucks. 

As each vehicle was announced 
by number all the bidders would 
write their bids on cards, which 
would be collected and turned over 
to Hawes and Babey. These bids 
would be compared with the bids 
sent in by mail and the successful 
purchaser announced immediately. 

The trucks brought from 75 to 
80 percent of the ceiling price fixed 
by OPA. They will be resold by the 
dealers at ceiling prices. 


Minnesota Licenses 


ST. PAUL, Minn.—(UTPS)—Minne- 
sota motor vehicles will carry only one 
license plate in 1946, J. P. Bengston. 
supervisor of the license department 
for the secretary of state, announced 
last week. Passenger car licenses will 
have white numerals on a black back- 
ground, with a variety of colors as- 
signed to other vehicles. 





Bus Service to Alaska 


Due to Start Today 

TORONTO.—First Alaska 
Highway bus service will be 
started today, Oct. 1, when the 
British - Yukon Navigation Co. 
starts bi-weekly service between 
Whitehorse, Yukon and Dawson, 
British Columbia. 

The trip will take two days 
and three nights, with buses op- 
erating 12 hours daily. The com- 
pany has obtained four 21-pas- 
senger buses for the route from 
the United States Army surplus 
supplies. 





R. I. Registrations 


Up During August 

PROVIDENCE, R. I.—(UTPS)— 
Passenger car and truck registra- 
tions in Rhode Island totaled 165,- 
517 at the end of August, according 
to records of the state registry of 
motor vehicles. 

Passenger car registrations in- 
creased from 144,414 in August, 
1944, to 144,778 in August this year. 
Truck registrations increased from 
19,841 a year ago to 20,739 this year. 





According to NADA Repori. . . 


Slight Chance ts Seen 
For Tire Ration End 


WASHINGTON. — While produc- 
tion of new automobile tires is 
making fair progress, prospects for 
the elimination of tire rationing in 
the near future are not promising, 
according to an NADA report on 
the situation last week. 

“The tire industry is planning on 
the production of 12 million tires, 
in round numbers, between Oct. 1 
and the end of the vear,” 
report stated. “Some of these will 
be reserved for new cars, so that 
the number to be rationed to auto- 
mobile owners who now are in 
dire need of new tires is a matter 
for future determination.” 

The recently announced sched- 
ule of 66 million tires for next 
year still stands. But it is not 
entirely clear at this time how 
soon relief of consequence from 
this source will become available 


Better Automobile Dealers Everywhere Say... 















All during the war-production years, au- 
tomobile manufacturers kept advertising 
in TIME—because TIME-reading families 
are the kind of people the industry thinks 
of first and always when it comes to sell- 


ing weuw cars. Now those schedules will 


CENTRAL GARAGE 


12 SOUTH POTOMAC STREET 


JOHN E. STONEBRAKER 
Owntr 


also, 


PLYMOUTH 





HAGERSTOWN, MO 


PHONE 2620 


pay out, 


For the 3,000,000 U. S. families with incomes exceeding 


$5,000 buy twice as many new cars per thousand fam- 


ilies as the 40,000,000 families in the lower-income groups. 
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TIME 


"My best prospects 
like TIME best" 


For instance, JOHN E. STONEBRAKER, 
Owner of Central Garage, 
Hagerstown, Maryland, writes: 


"I have been a TIME subscriber ever 
since TIME was first published and 
I find that my best customers for 

Dodge and Plymouth cars are 
for the most part, 
readers." 
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And the 1,200,000 ‘I IME-reading families have incomes 


averaging $6,656 a year—tvice the national average. 
They own 108 cars per 100 families... and 85.9% of all 


the cars they own were bought i 


tion years. 
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to the vast army of motorists 
who have been driving on the 
same tires ever since the war 
started, the report added. 

Of next year’s total production, 
22 million tires, according to pres- 
ent plans, will be reserved for new 
cars, leaving 44 million for export 
and replacements. The number to 
be exported can not now be deter- 


the | mined, but it seems likely that the 


volume left for replacements will 
not be far from 3,500,000 tires per 
month, NADA said. 

The current demand is running 
close to 3 million applications for 
more than 700,000 tires that could 
not be filled. 

“A major factor in the situation 
is that approximately 50 million 
tires now running on our cars 
have been in service since the be- 
ginning of the war. The exact con- 
dition of these tires is not known, 
but judging by the heavy recent 
demands for new tire certificates, 
time is running out on most of 
them. 


“Taking the complete supply and 
demand picture into consideration,” 
the report concludes, “conditions 
have now reached the place where 
it is the sheerest folly on the part 
of any driver to disregard the fun- 
damentals of safe driving, par- 
ticularly in the matter of speed.” 


Monroe Predicts 


$15 Million Volume 
In 1946 Sales 


MONROE, Mich.—Total net sales 
volume of Monroe Auto Equipment 
Co. for the present fiscal year, end- 
ing June 30, 1946, 
will be about five 
times greater 
than the volume 
for the best pre- 
war year in the 
company’s his- 
tory, it was esti- 
mated last week 
by William D. 





McIntyre, vice- 
president and 
treasurer. 


At the same 
time, McIntyre 
revealed that present orders on the 
books for shock absorbers and 
other products are sufficient to 
warrant the forecast that, when 
full peacetime production of pas- 
senger cars and trucks is resumed, 
the annual sales volume will be 
about eight times greater than in 
the top prewar year. 


Original sales estimates for the 
current fiscal year indicated a vol- 
ume of around $15,000,000. These 
were based on all war business 
coming to a conclusion in October. 
Although the war ended sooner 
than expected and all war contracts 
have been terminated, it is still be- 
lieved that the volume will be close 
to the $15,000,000 figure. 


McIntyre 


Federal Appoints 
2 Region Chiefs 


DETROIT.—A. H. Virgin and H. 
L. Clark have been appointed re- 
gional managers by Federal Motor 





H. L. Clark 


A. H. Virgin 


Truck Co., Carl Loud, sales man- 
ager, announced last week. 

Virgin will direct dealer sales 
operations for the Chicago, Mil- 
waukee and Grand Rapids regions. 


'Clark will direct factory sales for 


the Cleveland and Indianapolis re- 
gions. Virgin has a background of 
20 years experience in the truck 
and automotive business, while 
Clark is a veteran of 25 years ex- 
perience in this field. 
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Car Frames Going? | 


SAE Hears Experts Discuss Pros and Cons 
Of Unit Construction {| 


By George Deery 
Staff Writer 

:\STROIT. — Proponents of the 

neless car, which is now being 
m1. nufactured by at least one 
American company, and the sup- 
--ters of the frame, or conven- 
“ional type, hold _ contradictory 
oninions on any given point, it 
as revealed at the first fall ban- 
suet of the Detroit SAE here 
lust week. 

In view of the fact that most 
motor car builders favor the use 
of a frame, the most frequent 


S per xceptions being in the smaller 
type European makes, the state- 
-ent by N. T. Dietrich, of Midland 


ning 
| for 
buld 


ation 
lion 
cars 
» be- 
con- 
own, 
cent 
ates, 
t of 


and 
on,” 
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1ere 
part 
‘un- 
ar- 
ed." 


~teel Products Co., which builds 
frames, May point to the future 


end. He said: 
— “Waiving reasons that appear 
g t 


o us insurmountable in _ elimi- 


Seating the frame from the pres- 
a ent or postwar car, We may say 


that if and when it becomes a 
fact that the car can be as 
-fliciently built with the frame 
eliminated, as it can be with 
the design of the _ separate 
frame, then the frame as such 


will disappear. 
eon “I feel that no definite grounds 


for comparison can be found be- 


erm’ cost figures are confidential. 
[It appears to be more a problem 


of economics as obviously there 


ow the two methods of doing the 


fs 


same thing, and if the separate 


pe frame is not used, that strength 
Cariust be obtained otherwise.” 


Es 


Theodore Ulrich, chief body en- 


- = meiner of Nash-Kelvinator, which 


c :s employing the unit construction 


les 
ent 


46, 


er 
ne 
re- 
he 
Ss - 
ti- 
ek 
D. 
e- 
id 


on the Nash 600, prefaced his ad- 


qa miress with the statement that the 
chassis is the big offender in the 


otherwise quite successful efforts 


1d- ow obtain the greatest efficiency 


per pound of material in the mod- 
ern car. 


ges aw) He then listed six points in fa- 


vor of the unit style. For each of 
these features claimed by him, 
hose partial to frames answered, 
“No.” That is the state of the 
rame versus the unit type dis- 
cussion in the industry today. 

The advantages stressed by UI- 
ich were: 

1. A greater front-end stiffness 
is obtained. 

2. The all around stiffness is in- 
creased about 53 percent. 

3. There is a weight saving of 
160 pounds in eliminating the 
frame. 

4. A steel weight saving of 9 
percent is effected. 

5. The additional material for a 
unit type weighs only 48 pounds 


~ompared with 200 pounds for a 


frame plus body mounting parts. 


6. It is as easy to repair and 






67.3°/0 


of all space 
bought by 
Buffalo 


MEN’S WEAR STORES 


appears in the 
Buffalo Courier-Express 


A large chain store places 
54‘ of its space in the 
Courier-Express. The 
largest men’s store, 62.7%. 
The largest men’s 
furnishings store, 100%. 


The local boys, and the 
national boys, too, who 
know their stuff 

know that in Buffalo 


the Courier-Express 
Delivers the Goods! 


Bor yrs. 


BUFFALO'S ONLY 
MORNING & SUNDAY NEWSPAPER 
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presents economies in assembly 
over the frame structure. | 

William B. Stout, of Consolidated- 
Vultee Aircraft, now on leave to 
engineer a special research proj- 
ect for Graham-Paige, was chair- 
man of the discussion. He pre- 
dicted that the cars of the future 
could be made so that they would 
be easier to build, drive and sell, 
would have 50 percent less body 
and engine weight and would give 
30 miles per gallon. The body, he 
added, would be made in one piece 
automatically. 

The future of the nation’s 
economy, he said, is in the hands 
of the engineers who must con- 
tinue to devise more economies 
and advances in production to | 
bring greater sales to the buying | 
public. There is a transition from 
the individual’s value as a work- 
er to a greater value as a cus- 
tomer. Machines, not men, must 
be depended upon for work more 








Gen. McNaughton 
To Address 


7 e ae . 

. Joint Session 

DETROIT.-—-Gen. Andrew G. L 
McNaughton, chairman of the Ca- 
| nadian section of the joint U. S.- 
| Canadian Defense board and prior 
to that a commander in the Cana- 
dian army overseas in World War 
II, will address a joint international 
meeting of the Border Cities branch 
of the Engineering Institute of 
Canada and the Detroit section of 
the American Society of Mechan- 
ical Engineers here Oct. 5. He will 
discuss “Canadian Engineering in 
the War.” 

In the afternoon an_ inspection 
‘trip will be conducted through the 
; plant of American Blower Corp 
| The banquet and speaking program 
will be held in the Horace H. Rack- 

ham Educational Memorial. 


Obituaries 
Karl J. Krug 
EAST LIVERPOOL, 0. Karl 


Krug. former East Liverpool dealet 
died Sept. 20 in a Cleveland hospital! 
as a result of a stroke. Mr. Krug lived 
here until June when he moved te 


and more in the future, he pre- JOSEPH W. FRAZER (left) and Henry J. Kaiser pictured as they announced Cleveland where he held a “ederal posi 
dicted. that they had compieted arrangements for leasing of giant Willow Run plant. { tion. 





The Best for Uncle Sam 


Scientists demonstrated it and the war proved it: 
rayon makes a tire of natural rubber, better, anda 
satisfactory heavy-duty tire of synthetic rubber 
possible. By using rayon in tire construction, tires 
are made lighter and safer; run cooler and longer. 
That’s why Uncle Sam tagged rayon for military 
service. That’s why rayon for tires is here to 
stay, no matter what kind of rubber the future 


holds for tires. 








Microscopically Speaking 


Your naked eye won’t show you the advantages of rayon over natural fibers. There are two 
ways to prove it; one’s by rolling on rayon—the other’s by the magic eye of the microscope. 


Here’s what it shows: 





Rayon Fibers are Solid Rayon Fibers are Regular 
Natural Fibers are Tubular Natural Fibers Twist and Curl 






So important is strength in tire yarn, that Industrial Rayon 
takes special pains to preserve it. Only Tyron, Industrial’s 
tire cord, is made by the “up-twisting” method instead of 
conventional “down-twisting”. Thus the yarn is subjected to 
less abrasion and all of its original strength can be retained. 


Rayon Fibers are Continuous 





Natural Fibers are Short— 
Vary in Length 


SS 
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These differences in cross-section, shape and length are what give rayon 


we, its greater strength per unit of weight. 


Free -potins 


on Rayon.” Send for 
this new booklet on 
rayon for tires. It 
contains all the facts 
you'll want to know. 
Address Industrial 
Rayon Corp., Cleve- 
land 1, Ohio. 





Made by INDUSTRIAL RAYON CORPORATION 
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Dealers tell me 


(Continued from Page 8) 


so get the hell out of here and 
stay out until you want another 
new car at a discount.’ 


“If Mr. Harris had associated 
with franchised dealers, he 
would know that the 90-day 
guarantee meant very little to 
this type of operator. The legiti- 
mate dealer, in his sincere de- 
sire to establish himself firmly 
in the good graces of his owners, 
usually took care of deserving 
replacements and adjustments, 
even though the guarantee pe- 
riod had expired. 


“Mr. Harris is correct when he 
says there are thousands of good 
service stations in the country, 
but he smugly neglects to truth- 
fully clarity the statement by 
admitting that the greater per- 
centage of them are operated by 
legitimate retail automobile 
dealers. Is Mr. Harris trying to 
kid the public into believing 
that the independent service 
garages can adequately service 
the automobiles of this country, 
if the legitimate dealers are 
forced out of business through 
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By 
John O. Munn 


his plan of direct consumer 
sales? 


“For the most part, independ- 
ent garages are small operators. 
The owner is usually a mechan- 
ic that left some dealer and 
ventured into business for him- 
self. He is generally a very 
competent workman, but is 
more often handicapped by in- 
sufficient working capital. With 
the aid of a mechanic or two, 
he works on all makes of cars, 
and most of his business is de- 
rived from personal friends, rel- 
atives, or people who erroneous- 
ly believe they are getting their 
service work for less money. 

“The independent garage op- 
erator’s most glaring drawback 
is his lack of proper equipment, 
and his inability to carry a full 
line of parts. He is completely 
dependent upon the legitimate 
dealers in his community for 
the bulk of his parts and acces- 
sories. If the legitimate dealer 
is ever forced out of business, 
and the motoring public has to 
depend upon service from inde- 
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If you are planning or producing commercial vehicles 
here is one important fact to keep in mind. The fully 
automatic operating principle of the Bendix’ Starter Drive 
eliminates any need for specially designed mechanical 
linkage for each change in engine location. 


For with the Bendix Starter System all that is required is 
a simple starter switch near the operator and a wire con- 
nection to the cranking motor. 


The advantages of this complete adaptability of the Bendix 
Starter Drive are not only simplicity of design, and trouble- 
free operation. Of perhaps even greater importance to 
manufacturers is the fact that Bendix Drive provides the 


LIDDON PONTIAC MOTORS, Nashville, Tenn., has employed the six veter- 
ans above as trainees under the GI Bill of Rights. H. P. (Cap) Caldwell, service 


manager, is on right of group. 


i 


pendent sources, cars that need 
functional parts will be tied up 
for days and weeks, waiting for 
shipments from the factories. 


“A legitimate dealer not only 
carries a complete stock of 
parts, but he has thousands of 
dollars invested in special tools 
and equipment, as well as a fac- 
tory-trained personnel to guar- 
antee prompt, efficient, and rea- 
sonably priced service to his 


owner clientele. If Mr. Harris 
doesn’t believe that the motor- 
ing public realizes this fact, and 
give the bulk of their service 
work to legitimate dealers, he'll 
get the surprise of his life if he 
will take a little time to visit 
a few factory authorized service 
departments. 
* > +. 
The Salesmen’s ‘Plight’ 
“Mr. Harris is also quite con- 


al 


least expensive and the smallest unit for remote control 
instrument panel starting—as the solenoid is used only 


to close the electrical circuit. 


The Bendix Starter Drive principle gives fully automatic 
meshing and demeshing, resulting in lower cost, sim- 
plicity of installation and complete safety to the starting 
system in case of accidental engagement while the engine 


is running. 


Bendix starter design and dependable performance have 
been proven by over sixty-five million installations. Bendix 
engineers will welcome an opportunity of working with 


you on your starter problems. ° 


FREG. 0. S. PAT. OFP. 
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cerned about the ‘poor, bewild- 
ered servicemen.’ If these kids 
of ours that just got through 
kicking hell out of Germany 
and Japan are ‘bewildered,’ let's 
have more bewilderment. 

“Being quite active in the 
American Legion, I’ve talked to 
scores of servicemen. They 
know what they want, and how 
they want it, but they don’t 
expect, nor do they want, any- 
thing for nothing. They want 
jobs, security, a family, a home, 
and above all, they want a free 
and democratic America. 

“Thousands of ex-servicemen 
will eventually find employment 
as salesmen, mechanics, etc., 
with the retail automobile deal- 
ers of America. Certainly, for 
their sakes, we can’t counte- 
nance removing the retail deal- 
ers from the economic structure 
of this country. A _ discount, 
based on the purchase of one 
commodity, amounts to nothing 
in the process of earning a live- 
lihood, but a job means security 
for years and years. Our Amer- 
ican boys, reared in the Amer- 
ican way of life, want jobs and 
security — not gratuities. 

“Mr. Harris sheds crocodile 
tears for the poor automobile 
salesman in the following man- 
ner — ‘Don't forget, either, that 
the salesmen who worked their 
fool heads off canvassing for 
their bosses had to kick in 
plenty — headaches, heartaches, 
etc., and get the least of all for 
their bird-dog efforts.’ 

“That’s really funny coming 
from a ‘New Cars — All Makes 
— At a Discount’ dealer. 

“I’ve spent twenty-odd years 
in the automobile business as a 
salesman, a sales manager and 
manager, and I know from ex- 
perience that any man with 
average intelligence, who is will- 
ing to put forth the effort, can 
make a damned good living sell- 
ing automobiles. 

“Of course, he has to be a 
salesman — he has to work — 
he must know his product — he 
must know his competition — 
he has to work — he must 
know how to handle the public 
— and he has to hit the ball 
every working day of the year. 

“Show me any sales job where 
the average man can make from 
$3,000 to $5,000 a year, working 
five to six hours a day, have a 
nice new car to ride around in 
at little or no expense, mingle 
with the public, and all this with 
no investment other than his 
own ability. It just can’t be 
found. 

* : - 
Didn’t Take Advantage 

“Very few legitimate dealers 
took advantage of men going 
into service in the purchase of 
used cars. It is true that direct- 
ly after the outbreak of war, 
with the inauguration of tire 
and gasoline rationing, many 
people disposed of their cars 
at low prices. However, the 
average dealer was just as 
frightened as the public and 
moved his cars out quickly at 
prices far below the prices he 
paid for the same model cars 
two years later. 

“As the used car market be- 
came more active, dealers con- 
tinued paying higher and higher 
prices, and today, even with 
used car ceilings, he is paying 
practically new-car prices for 
late models, and paying 75 per- 
cent more for older cars than 
he would have allowed on them 
for trade-ins four years ago. 

“I doubt if any business has 
had more .restrictions placed 
against it than the retail auto- 
mobile business, and no busi- 
ness has lived up to its govern- 
ment’s rules and regulations to 
a higher degree. The legitimate 
automobile dealer — and I'm 
not including the ‘used car 
jockeys’ and ‘gyp artists’ that 
got into the used car business 
after Pearl Harbor—has proved 
himself a loyal and true Amer- 
ican in every respect. The Amer- 
ican public will repay him for 
his fortitude and steadfastness 
as soon as new cars are again 
available.” 


‘This is to advise that we have had excel- 


lent results from the ‘‘Parts Wanted’’ ad 
placed in the Automotive News. We 
found the left door for the 1941 Nash 
Coupe in Cleveland, Ohio. Finding this 
door enabled us to get more productive 
use out of our body shop space.’’ H. H. 
Utschig, Balboa Oldsmobile, San Diego, 
California, Oldsmobile dealer. 
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in 1918. As the las 
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Packard Motor, and Vincent Resnewsk 
than 55,000 Rolls-Royce aircraft engines comes off the Packard assembly line. 
‘aznowski also helped to turn out the last Liberty aircraft engine at Packard 
engine was completed, a statement, commending Packard 
tor “a job well done,” was_ received from Gen. H. H. 


d by Geo. T. Christopher, 
i, engine assembler, as the 





resident of 
ast of more 


Arnold, commander of 


he U. S. Army Air Forces. Packard-built Rolls-Royce aircraft engine was used 


en five Allied planes. 






>| WASHINGTON.—A new surplus 
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property disposal regulation de- 
igned to speed and simplify sales 
was announced last week by the 
Surplus Property board. 

The effect of the regulation is 
to set up reserves of surplus to 
take care of preferential buyers— 
‘ederal agencies, states, municipali- 
ties, veterans and small businesses 
-and let the rest be sold promptly. 


SPEN TRAILER 


Protected Territory open to dealers on 
this all new Steel utility Trailer. New 
ires. Splendid Profit. 
“RETAILS AT $159.50, Plus Tax. 

For further details write 
Michael Parmet, Sales Manager 


: HENRY SPEN & CO. 
341 IST AVE. NEW YORK, N. Y. 
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TALK TO 





Elks talk to more people 
than any other group 
of 680,000 individuals 


THE 
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New York « Chicago - Detroit 


Surplus Sales Sped 


Reserving of Stocks for Priority Purchases 
Expected to End Former Delay 


Formerly, disposal to commercial 
buyers was, in effect, delayed for 
over 30 days in order to allow 
priority holders first call on sur- 
plus goods. Now, property in ex- 
cess of reserves may be immedi- 
ately sold to non-government buy- 
ers. 

The quantities to be reserved will 
be determined by disposal agencies, 
based on experience and demon- 
strated demand, with Smaller War 
Plants Corp. assisting in determin- 
ing reserves to be held for veterans 
and small business. Reserves are 
to be reviewed and adjusted period- 
ically to prevent excessive stock- 
piling. 

Should they run low because of 
unanticipated volume of demand, 
orders for priority buyers may be 
filled out of unreserved stocks, 
except those already offered for 
public sale. 

Revised Regulation 2, setting up 
this new policy on reserves, also 
states that prices to be charged 
government buyers are to be fair 
value as set by disposal agencies, 
and in no case higher than the 
lowest prices offered any trade 
level at the time of sale. Quanti- 
ties to government buyers may be 
the smallest lots consistent with 
commercial practice. 


Government agencies and state 
and local governments, SPB added, 
besides having the privilege of ac- 
quiring surpluses on their priori- 
ties, may buy in competition with 
other purchasers at public sales 
anywhere in the country, but in 
these cases are not entitled to 
special priorities, purchase terms 
or other conditions. 


Obituaries 


Karl Yost of Warner 


Is Dead at 46 

BELOIT, Wis.—Karl Yost, execu- 
tive engineer for Warner Electric 
Brake Mfg. Co., died at his home 
here Sept. 18. He was 46 years old 
and a veteran of World War I. Mr. 
Yost had been ill two years. 

For 13 years he was sales man- 
ager for Bendix Corp. in South 
Bend before coming here to the 
position which he had held for the 
past seven years. 

* * * 


G. Russell Whippo 
CLEVELAND. —G. Russell Whippo, 
manager of the jobbing sales division 
ot the Weatherhead Co., died here 
Sept. 27. 
* * * 


Steven H. Bolton 
MEMPHIS, Tenn.—Steven H. Bolton, 
for 14 years salesman for Hull-Dobbs 
Co. (Ford) and for the past 18 months 
a gas station operator, died of a heart 
attack Sept. 24. He was 38. 






DETROIT.—Specific advances in 
manufacturing techniques gained 
through war production were cited 
last week by A. M. Fleming, gen- 
eral works manager of Chrysler 
division. 

They will help make better Chry- 
slers of the future, he said. 


“What we used to consider 
tough problems in handling door 
panels, garnish moldings, instru- 
ment panels, etc., will now look 
simple,” he asserted. 


These were examples listed for 
the body shop as the result of prob- 
lems met and overcome in building 
wing sections for Curtiss Hell- 
diver planes. 

“Having licked that job,” he said, 
“we feel that we can lick about 
anything in the way of metal work- 
ing.” 

In addition to wartime ad- 
vances, Fleming said, a compre- 
hensive rearrangement of the en- 
tire productive setup is planned 
with the goal of making it the 





AC 
GENERAL 


For Better Chryslers 


Fleming Cites Advances Made in Division’s 
Manufacturing Techniques 
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MOTORS CORPORATION, 





















most modern layout in the in- 
dustry. 

Not a single machine will remain 
in its original place, he said. 

He said the war experience has 
been a liberal education for all 
from the very top management 
down to the hourly rate production 
workers. 


“I think,” he said in Chrysler 
Tonic, “I could safely say that we 
are doing most everything a little 
better.” 

“We have learned to work to 
closer limits as economically as 
we did to more liberal ones—a 

real factor in the price of the 
product. We have developed new 
techniques with cutting tools, so 
that we can perform many ma- 
chining operations better and 
with longer tool life.” 

Most important advances, he be- 
lieves, were made in the added 
training of supervisory personnel. 
These, he added, can be passed 
along to Chrysler. 


The development 


efit of the old 
AC is ready for 
well as in plan. 


GASOLINE STRAINERS - 
MENT PANELS - 
PLACEMENT ELEMENTS AND 
OIL GAUGES - 


ERS - SPEEDOMETERS - 
THERMO GAUGES 
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It is quite true that AC’s thousands 
of employes have built more than 
450 kinds of war products during 
the past four years. 


It is equally true that, of all the mil- 
lions of items we shipped during that 
period, the majority consisted of our 
regular peacetime automotive prod- 
ucts, with or without modification. 


proceeded at a rapid pace under the 
stimulus of war, to the distinct ben- 


AC Products 


AIRCRAFT SPARK PLUGS - AIR CLEANERS - AMMETERS + CARBURE- 
TOR INTAKE SILENCERS - CARBURETOR INTAKE SILENCER AND 
AIR CLEANERS + DIE CASTINGS - 
ARRESTERS - FLEXIBLE SHAFTS AND CABLES - FUEL OIL FILTERS 
FUEL PUMPS - FUEL AND VACUUM PUMPS - 
IGNITION CABLE TERMINALS - 
LUBRICATING OIL FILTERS 


RADIATOR PRESSURE CAPS - 


CLEANER ELEMENTS - AUTOMOTIVE SPARK PLUGS + SPARK PLUG 
CLEANERS + SPARK PLUG GAPPING TOOLS - SPARK PLUG TEST- 


DIVISION 
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Fleming said that the division 
now has the best trained, most 
versatile and most confident super- 
visory group that the plant ever 
got together. 

“All of us,” he said, “have a 
brand new point of view. We 
have had to extend our skills in 
many new directions; to scrap 
tradition where necessary in 
meeting a more streamlined age. 
to invent, improvise and some- 
times to work out by trial and 
error where no tradition existed.” 

Returning to specific examples. 

Fleming said that in performing 
the searchlight reflector job, the 
division's force learned many things 
through shaping and _ polishing 
stellite, an alloy so hard that it is 
generally used in cutting tools. 


As a result, he said, Chrysler will 
be able to do an even better super- 
| finishing job on many parts of its 
| cars. 
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| N.M. Limit Is 45 Miles 


_ ALBUQUERQUE, N. M.—New Mex 
ico, where safe driving rather than 
statutary restrictions usually governs 
highway speed. is enforcing a 45-mile 
limit at this time due to poor condi- 
tion of tires and equipment and the 
number of accidents that have already 
occurred because of blowouts. 
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Chevrolet Aims 
For New Engine 


Peak at Buffalo 


BUFFALO. 
Chevrolet plant here is being re- 
tooled on a scale that will enable 
it to set a new high record in auto 
engine production when the recon- 
version is complete. 


Before the war the plant turned 
out an average of 65 engines an 
hour, plus axles. 

The first engine is not expected 
to come off the line before Jan. 
1, since this is a complete recon- 
version job. Termination of the 
Pratt & Whitney aircraft engine 
contracts at the end of the war 
meant that Chevrolet had to “begin 
all over again” to equip its plant 
for motor production. 

It was said here that because of 
the enormous reconversion’§ task 
facing the Buffalo plants, Chevrolet 
plants in other parts of the coun- 
try are apt to be first in turning 
out the new engines. 


‘Dealers Tell Me,’’ by John O. Munn, ts 
an open forum for the expression of deal- 
ers’ opinions 


THESE FEET 
MEAN BUSINESS 


cae) 
worth a year! 


- The $12,500,000 | 





A. L. 
with Myles F. Hall has been awarded a Nash franchise in Dallas, pins a 
flower on the coat of Mrs. Ingalls during a visit to Detroit. Both Ingalls and 
Hall are World War II veterans. They own the Dallas Nash Co., one of 
the largest dealerships in the Southwest. 


(LARRY) INGALLS, former New York Giant’s baseball player, who 








Buy Victory Stamps from your newspaper boy 


Yep, that’s what Philadelphians spent for footwear in recent years, 
on the average, before shoe rationing came along. 47 million dollars 
—gee, we like the way that sounds! 


And if you're a budget-conscious advertiser, maybe you'll like the 
way this sounds: A large part of the total Philadelphia Area buying 
power —$2,149,036,0007 annually—is influenced by ONE NEWS- 
PAPER—The Evening Bulletin. It's the ONE NEWSPAPER read daily 
by nearly 4 out of every 5 Philadelphians—the ONE with the largest 
evening circulation in America! 


In other words, ONE DOES IT in Philadelphia—for all such practical 
purposes as telling your story to this great buying audience— 
and THE BULLETIN is that ONE! 


*Philudaphia Area figure. Bureau of Labor Statistics and others. 
TUnited States Census of Distribution. 


In Philadelphia—nearly everybody reads The Bulletin 
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Ford must await the settling of 
such disputes as the ones at 
Bohn Aluminum and Spicer Mfg. 

Federal conciliators acted to end 
the strike shutdown at Hudson. An 
arbitrator was appointed to inter- 
vene in the strike of 500 members 
of the Foremcn’s Assn. of America, 
which has made 6,000 workers idle 
and halted auto assembly. 

2 More Strike Votes 

UAW locals at Packard and Lin- 
coln also called strike votes in what 
was generally becoming the first 
step in the union’s crackdown tech- 
nique. Packard workers were to 
ballot Sunday (Sept. 30), while Lin- 
coln’s poll is scheduled for today. 

Willys closed down its assembly 
line in Toledo Thursday as a result 
of strikes at Warner Gear, Muncie, 
Ind.. and Spicer Mfg., Toledo. The 
two feeder strikes tied up the sup- 
ply of transmissions and gears for 
Willys jeeps and prevented assem- 
biy. 

Willys will be unable to reopen 
until the parts situation is cleared 
up, @ company spokesman said. 
The firm had reached a produc- 
tion total of 132 civilian jeeps a 
day before the parts supply broke 
down. 

Canadian government leaders 
were conferring with UAW offi- 
cials in an effort to settle the strike 
at the Ford-Canada plant in Wind- 
sor, Ont. International UAW brass- 
hats, including R. J. Thomas, pres- 
ident, joined in the picket line 
around the strikebound plant Fri- 
day. 

Dicker at Nash, Murray 

Negotiations over the UAW's de- 
mands followed the conclusion of 
the Nash and Murray strikes. The 
Nash tieup at its Kenosha assembly 
plant was precipitated by a walk- 
out of 300 maintenance men. Mur- 
ray’s shutdown, authorized by the 
UAW Executive board, was settled 
by U. S. conciliators. 

Labor peace returned to Akron 
where the 780 striking FAA fore- 
men at Goodrich voted to return to 
work. The Goodrich strike was an- 
other factor responsible for the 
Ford shutdown. 

The month-long strike at Good- 
year’s plants in Jackson, Mich.., 
continued, however. 

Results from the first strike 
vote in an auto assembly plant 
last week indicated that the ma- 
jority of forthcoming ballots will 
overwhelmingly favor strike ac- 
tion. By a count of 1,188 to 80, 
the workers at Ford’s Edgewater 

(N. J.) plant voted for a walkout 
in a UAW-held poll. 

Despite these developments, the 
continuing negotiations between 


AFTER 25 YEARS OF SERVICE with Packard Motor Car Co. of New York, 
arts and service manager, has celebrated the quarter-century 
anniversary by obtaining a dealer’s contract covering South Orange, N. 
Kloetzer announced his new organization, Packard-South Orange, Inc., would 
at 215 Valley St. in that city Oct. 1. Shown here at the con- 
tract signing in Packard’s New York offices are Kloetzer, affixing his signature, 
with Robert W. Carson, general manager of Packard of New York, 
left, are Ray W. Cragin, new regional man- 

Slack, vice-president and genera 


George Kloetzer, 
open for business 


him. Looking over his shoulder, 
ager for New York, and Lyman W. 
ager of Packard Motor Car Co. 
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| Feeder Strike Shuts Willys . . . 


Gas Strike Threatening © 
To Paralyze Dealers 


(Continued from Page 1) 


Chrysler and the UAW stimulateg 
the belief that compromise may bé 
reached over union demands, avert- 
ing direct strikes in the indust 

that would wreck the chance for a 
speedy and successful reconversion 


OPA Issues List 
As Price Aid 


On Army Vehicles , 


WASHINGTON. — To facilitatg 
pricing of used 1942, 1943 and 194 
model military motor vehicles, the 
OPA issued last week a schedul 
of “when new” prices for use i 
calculating ceiling prices for these 
vehicles when sold as surplus prop 
erty by the Department of Com- 
merce, or in resales by dealers. 

Ceiling prices for used militar 
vehicles of the 1942, 1943 and 1944 
model years are established by ap 
plying percentages to “when new 
prices. These percentages are the 
same as those provided for usegq 
civilian commercial motor vehicles? 

The percentages are as follows: 

For 1943 and 1944 models solg 
new to the armed forces in 1943 o 
1944, 81 percent of the “when new” 
price when sold on an “as is” basis 
and 103 percent of the “when new’ 
price when sold on a “warranted” 
basis. 

For 1942 models sold new to the 
armed forces in 1942, 72 percent o 
the “when new” price when solé 
“as is,” and 92 percent of the “when 
new” price when sold on a “war 
ranted” basis. 

An “as is” price is for a vehicle 
sold without guarantee as to its op 
erating condition. 

A “warranted” price is for a ve- 
hicle that has been placed in goo 
operating condition, and is guaran- 
teed by the seller to remain in good 
operating condition for 30 day: 
after delivery or 1,000 miles of op- 
eration, whichever comes first. 


Oct. Tire Qi Quota 
Same As Sept. 


WASHINGTON.—Tire allotment: 
for October will equal those of 
September and there may be a 
extra mid-month bonus if the tir 
production schedule is not ham- 
pered by strikes, according to 
WPB spokesman. 

Last month’s allotments were 
2,500,000 for passenger cars, and 
776,862 for large and small trucks. 
That includes the 190,000 mid- 
month bonus for trucks also giver 
last month, ho said. 
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*.ngress Promises Help . . 


eT Dealers Set to Fight 
{ny Discount Cut 


(Continued from Page 1) 


turers would be drawn into the 
picture. : 

Chat situation is said to exist as 
direct result of dealers insisting 
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-;e small end of the horn for years 
ind backing up their assertions 
with income tax bureau figures. 

The official government figures ' 
on earnings used in the recent 
statement by NADA to the OPA 


@.dvisory committee group are said 


to have caused a tremendous im- 


_ pression. Congressional committees, 


KM itomotTive News was told, have 
been studying these figures with a 
view to using them as a basis for 
on inquiry if the dealer discount 
situation again becomes hot. These 
are said to be the first figures on 
national dealer-manufacturer earn- 
ings ever publicly produced which 
ad the backing of government 
agencies. 

Other cost and income figures 
~now being collected by NADA 
also are of great interest. NADA, 
a spokesman said, has not let up 
for a minute on getting current 
costs. An amazing array of sta- 
tistics from every congressional 


4 


* district in the nation has been 


compiled and are being passed 
along regularly to OPA. 

' Should OPA Administrator 
Bowles first grant a general in- 
rease to manufacturers and then 
start investigating the ability of 
dealers to absorb some of these 
costs, he is going to be confronted 
by a mountain of well-arranged 
current figures, which it is believed 
will make him ponder before sug- 
gesting a dealer discount cut. These 
figures also will be made available 
to congressional groups if it be- 
comes necessary, NADA said. At 
present they are not being for- 
warded to Congressional leaders, 





Surplus Sale 
Packard Starts New Plan; 


Bids Accepted Today 


DETROIT. — Packard today 
(Oct. 1) began accepting bids on 
$1 million worth of surplus raw 
materials, left over from its war 
work and now ready for dis- 
posal in cooperation with the 
Army Air Force following ter- 
mination of contracts for air- 
craft engines. 

The material will be available 

at the Packard factory from 
Oct. 1-9 for inspection by pros- 
pective purchasers. This is trial 
of a new method for direct sale 
of the nation’s surplus war 
property. 
: AAF officers estimated sav- 
ings to taxpayers from the di- 
rect method of sale, eliminating 
need for handling and preparing 
the material for storage and fu- 
ture handling by a _ disposal 
agency, would approximate 
$100,000. 

Capt. D. L. Redd, AAF plant 
clearance officer, said bids on 
the material, including sheet 
steel, bar stock and steel, alu- 
minum, copper and brass tubing, 
will be accepted until 3 p. m. 
Oct. 10. 





Crumley Heads 
Ohio Group 


COLUMBUS, O.—J. Foster Crum- 
ley of Columbus, was elected presi- 
dent of the Franklin County Auto 
Dealers’ Assn. at a meeting held 
last week in the Seneca hotel, 
here. Crumley, of Crumley Motor 
Sales, succeeds King Sutton, of 
King Car, who was chosen treas- 
urer. Earl Rockwell, of Rockwell 
Motors, was elected vice-president. 
Mrs. Betty Middendorf of Rock- 
well Motors remains as secretary. 
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dealers are ready. They are not 
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but leaders have been advised that 
the statistics are ready for release 
before any committee. 

However, there is nothing in the 
offing at this time to indicate that 
discount hearings are to be held. 
No automotive manufacturer has 
applied for a price increase and 
nothing hes been forthcoming from 
OPA to indicate that the dealer 
discount situation— generally re- 
garded as safe—has changed. A 
wage increase might precipitate a 
discount fight, but if it does, the 


THREE VIEWS of the convertible 


going to be caught asleep, it is said,| Stevens for Diana Lewis (Mrs. 
nor are they going to fight alone. 
It likely will be an all-out battle 
with no holds barred to see that 
the individual automobile dealer 


gets a fair break. 


NADA executives, meeting here 
last week, voted unanimously in 
favor of a convention as early as 


convertible body. Lower Right: 


1 next year. Hotel accommodations 
loom as the main difficulty. Senti- 











The Cottage 


170,000 Visitors a Year! 





It’s Mary Cullen’s Cottage (a neat, white colonial 
“home” adjoining the Journal building in downtown 
Portland) . . . headquarters for the Oregon Journal's 
Household Arts Service, source of Mary Cullen’s col- 
umn! Homemakers from all over the Oregon country 
cross its friendly doorstep all day long, all year-round 
to get firsthand advice on all phases of homemaking 
from Mary Cullen’s staff of seven graduate home 
economists. 
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Women from all over the Oregon Country write Mary 
Cullen ... to the tune of over 250 letters a day. They 
want practical, usable information on child care, 
home decoration, sewing, cooking, etiquette, party 
planning, menus, budgets . . . on every phase of 
homemaking. And they get it just as fast as Uncle 
Sam can deliver the mail. 


No wonder The Journal is a household must in 
Portland homes! Mary Cullen’s Household Arts De- 
partment helps make it so. . . this, plus all the other 
Journal services! Put them together and it adds up 
this way: The Journal is Portland’s preferred news- 
paper... a mighty happy thing to remember when 
you're selecting an advertising medium in this im- 
portant peacetime market. Portland families depend 
on what they see and read in this their favorite 
newspaper . . . news, features and advertising! 


P.S. The Journal now offers advertisers the largest 
circulation in its history, both daily and Sunday. 


PS SSS 





assenger car body designed by Brooks 
William Powell) 
Upper Left: Rear view of custom convertible body. Center: Overall view of 
Front view of convertible body. 


possible, but the best it could do ment favored a central spot, such 
at the moment was to set a tenta-, 


tive time, between Jan. 15 and May : ..pr ease BE ADVISED THAT New Truck 
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ep Special Car Body 
Is Designed on 


Jet Plane Motif 


MILWAUKEE. Brooks Stevens, 
Milwaukee industrial designer and 
consultant to Willys-Overland, has 
designed a custom convertible pas- 
senger car body for Diana Lewis 


Powell (Mrs. William Powell) of 
Beverly Hills, Calif. 
In designing the special body, 


Stevens has incorporated some gen- 
eralized predictions of his own as 
to possible styling notes in motor- 
» car design for the future. 
. | The general theme for this de- 
'|sign has been borrowed from the 
Pte) | jet propulsion aircraft appearance, 
= >< |in that the frontal intake area fea- 
woiee |tures a very deep reveal in the 
sheet metal with a die cast or 
stamped grille, set well back into 
the aperture to give the venturi or 
cone-like appearance of the jet 
propulsion frontal fuselage area. 
Fenders have ceased to exist as 
individual bulges, the body having 
been widened to absorb them. The 
hood or bonnet has been dropped 
very low over the engine compart- 
ment. 


of Beverley Hills, Calif. 


as Chicago, Detroit or St. Louis. 


is sold. Thanks a million, will use your 
service again if necessary.’’-——-L. G 


Steiner, Pandora Garage, Pandora. Ohio 








Many a Portland woman, finding herself in a house- 
hold jam, has thanked her stars she could simply 
‘phone Mary Cullen at The Journal!’ An average 
of 560 do telephone Mary Cullen daily (more than a 
call a minute). These “dialers-in” receive the same 
swift, accurate service as those who visit the cottage 
in person, whether they call for a recipe or help in 
solving a “hurry-up” household problem. 








Typical of this Journal service are the thousand-and- 
one seasonal aids to home canning, preserving and 
freezing offered. General advice is published daily in 
Mary Cullen’s column. Specific bulletins on tested 
recipes are handed out free at the Cottage or mailed 
on request. And trigger-quick are the answers to 
women who telephone after the jelly’s on the stove 
and say “Now what do I do?” 
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Nash Dealers 
In Boston Meet 
On Car Plans 


BOSTON.—More than 200 Nash 
dealers and salesmen from all parts 
of New England last week attended 
a series of group dealer meetings 
with Nash dealers at the Hotel 
Statler here to discuss plans for 
introducing the 1946 cars. 


Fred C. Sibley, Boston zone man- 
ager, and H. B. Scott jr., assistant 
zone manager of Nash Motors, con- 
ducted the sessions. They were 
assisted by E. E. Aikens, service 
manager; J. H. Horter jr., business 
management manager, and C. H. 
Perry, car distributor. 
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DON ALLEN’S new sales and service in Lockport, N. Y. The building, 117 
by 156 feet, is expected to be completed next month at an estimated cost of 
$85,000. 


Quality Body Razed 


KNOXVILLE, Tenn.—Fire gutted the 
Quality Body Co. on Vine avenue, de- 


stroying 35 cars awaiting repairs and 
painting. The flames began in the lac- 
— shop in the basement of the body 
shop. 
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SSR-49 Still Wrong 


AAA Claims Amendment Will Be a Disservice 
Rather Than Benefit to Public 


WASHINGTON. — With SSR-49, 
the service regulation amendment 
to RMPR-165, slated to take effect 
Oct. 10, the Emergency Road Serv- 
ice advisory committee of Amer- 
ican Automobile Assn. last week 
issued a protest to Chester Bowles, 
OPA administrator. 

The letter of protest, signed by 
Russell E. Singer, general manager, 
said that this proposed regulation 
would be a “disservice rather than 
a benefit to automobile owners.” 

It was pointed out that every- 
thing possible must be done to 
prevent demobilization of auto- 
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TRUCK DEALERS 
WILL WELCOME 
THIS POLICY 


The problems of Truck Dealers as they relate to 


trailers are recognized by The Trailmobile Company. 


We suggest that you contact the nearest Trail- 
mobile branch for details of Trailmobile’s Truck- 
Dealer Policy. Write us for the address. 


2800 Robertson Avenue @ Cincinnati 9, Ohio 
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THE TRAILMOBILE COMPANY 


Building Confidence for 104 years 
Branches in key cities 
Nation-wide service 
Advanced Engineering 
Efficient Manufacturing Facilities 


~66 “Homefolks” Service Centers - 
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mobiles now in service, at a rate 
that would cripple transportation 
and thereby seriously effect the 
civilian economy. 

The letter says that AAA has 
studied revisions made in_ the 
amendment, and they fail to ove 
come AAA objections. 


The protest listed as evidence th 


following points to substantiate the Bae 


ae 
a 


AAA claim: 


“1. No evidence of overchargin 
on a nationwide basis. 


for record keeping which requires 
extra clerical and auditing. help, 
thereby increasing overhead cost: 
and consuming valuable time tha 


should be devoted to repair work. 


3. Thousands of repair shops ard 
operated by owners, employing one 
or two mechanics. They are work, 
ing 12 or more hours daily td 
handle the volume of repair work 


placed with them, and should not 


be required to spend valuable time 
on the keeping of cumbersome 
records. 


4. With the rescinding of restric- 
tions which permit greater freedom 
of automobile travel, the demand 
for automotive repair work in- 
creased from 10 percent in some 
sections to as much as 35 percen 
and 40 percent in other sections 
of the country. 


5. New car production has not 
progressed as rapidly as was ex- 
pected, and numerous strikes 
have further delayed the manu- 
facture of new automobiles for 
replacements, causing additional 
demands for repair service. 

6. The proposed regulation per- 
mits even higher prices to cus- 
tomers than were being charged 
by the majority of repair shops 
Thus the proposed amendments do 
not afford the hedge against infla- 
tion which OPA contended was a 
primary objective. 

Singer’s letter pointed out that 
the amendment, designed to curb 
a limited number of garage opera- 
tors, will work an injustice on the 
majority of honest operators. 

The protest concluded that OPA 
should rescind the regulation at 
once. 


Bendix Starts 
Tractor Brake 


Development 


SOUTH BEND. — Establishment 
of a sales and engineering group 
to develop, manufacture and mar 
ket braking systems designed to 
meet the special needs of postwar 
tractors and other farm vehicles 
and construction machinery was 
announced last week by Allan C. 
Chambers, director of automotive 
sales of the Bendix Products divi- 
sion of Bendix Aviation Corp. 

The farm vehicle brake program 
is functioning under direction of 
Chambers and Bryan E. House, 
chief engineer of the division’s 
automotive brake section. 

Numerous design improvements 
stemming from the corporation’s 20 
year background of experience in 
the brake field will offer to the 
farm vehicle industry braking de- 
signs comparable to those used in 
passenger cars and commercial 
trucks, Chambers said. 

Cooperative engineering field 
tests, employing adaptations of 
mechanical, hydraulic and vacuum 
power braking systems developed 
by Bendix are now under way with 
manufacturers of farm vehicles, 
tractors and other agricultural and 
road - construction machinery, 
House stated. 

Improved applications for using 
brakes for efficient turning on loose 
ground as well as for stopping, are 
among the postwar systems already 
brought to a high degree of effi- 
ciency by wartime use on army 
tanks and half-tracks, House point- 
ed out. ; 

Other applications undergoing 
tests have demonstrated their con- 
tributions to more dependable 
braking of tractors in both forward 
and reverse directions of travel, 
more ease of brake operating at 
all speeds and reduction of weight 
made possible by compact new de- 
signs which also minimize mainte- 
nance and service, it was explained. 
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Holler Resi 
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Of Chevrolet Sales 


ic has a passion and gift for 
« jing that is bestowed on few 
-on. Already he is a legend in the 

‘to industry. 

During his 12 years as general 
ales manager, Chevrolet increased 
its total number of owners 81 per- 
ent. Today there are more Chev- 
olets serving America than any 
other make. 

His selling programs have been 
widely copied, for even his rivals 
admitted off the record that “he 
is the best damned salesman in 
the world.” 

Holler combined inspiration with 
cience in building up the Chev- 
rolet selling organization. Dealers 
and salesmen who have been under 

is influence speak in awed tones 
of his inspiring powers. ; 

And yet the Chevrolet organiza- 
Sion is one of the most scientific 
in the auto industry or any indus- 
tt was Holler who is credited 
with giving the industry the qual- 
ity dealer program. Before Holler, 


‘there was a widespread belief that 


the more dealers a manufacturer 
ad, the greater his sales would be. 
Holler believed that quality 
counted most, and proved it by sky- 


“rocketing Chevrolet sales to the 


very top, with a reduced number 
of dealers. 

During the war he stuck by his 
dealers from beginning to end. He 
promoted the victory-service pro- 
gram which helped his dealers to 
come through the war with flying 
olors. 

Long before the war ended he 
was preparing for the problems 
hat peace would bring. He re- 
aligned the whole sales department, 
piving it new vigor. He helped his 
dealers get ready, telling them to 
prepare for intense competition 
despite the talk of a sellers’ market. 

“Sure the customers are going 
to be lined up after the war,” he 
said. “But are they going to be 
lined up at your door?” 

One of the last big projects that 
e got underway was a quality 
salesmen’s program. 

Holler joined the staff of General 


*Motors and was transferred to the 


sales department of Chevrolet early 
in 1925 after having occupied im- 
portant executive posts with inde- 
pendent automobile and automotive 
equipment companies. He had 


‘Started with W. C. Durant in 1921 


with Flint Motor Works. 
Holler’s first assignment with 


' Chevrolet was to help formulate 


policies of the newly-created Chev- 


“rolet sales promotion department. 


He handled special Central Office 
assignments for several months 


“and in 1926 conducted the first con- 
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vention ever held by the Chevrolet 
sales organization with more than 
2,000 men taking part. 

In the fall of 1926, Holler went 
to Los Angeles as city sales man- 
ager for Chevrolet and ‘n January, 
1927, was appointed assistant re- 
gional manager in St. Louis with 
15 midwestern states in his juris- 
diction. 

Six months later he went to 
Pittsburgh as zone manager and 
in June, 1929, was commissioned 
to open the newly-created eastern 
region with headquarters in Buf- 
falo. After opening two new zones 
for Chevrolet and training new 
regional and zone _ personnel, 
Holler was brought into the Cen- 
tral Office in September, 1930, to 
serve as assistant general sales 
manager in charge of the eastern 
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(Continued from Page 1) 


half of the United States. In this 
post he had under his jurisdiction 
four regions, 20 zones, and deal- 
ers employing more than 15,000 
retail salesmen. 


Three years later, on Oct. 16, 
1933, Holler was appointed general 









OFFICERS AND GUESTS of the Automobile Old Timers at the 
tion to J. 


asoline automobile in 1893, held at the Hotel Roosevelt, New York City, § 


press recep- 
Frank Duryea, co-inventor, designer and builder of America’s first 


1, Left to Right: Col. Henry L. Brittain, Washington, D. C.; J. Maxwell 
Smith, president, Keystone Automobile Club; Arthur Lee Newton, first vice- 
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. \Ford Parts Depot 
_|At Denver to Get 
,|Underway Soon 


DEARBORN. — Construction of 
the new Ford parts depot at Den- 
ver will start in a few weeks, it 
was announced last week by J. R 
Davis, director of sales and adver- 
tising. 

The new parts depot will supply 
a complete line of Ford car and 
truck parts to dealers and owners 
in the Denver territory. Similar 
parts depots are being constructed 
at Seattle, Houston and Des Moines 





president; Henry Cave, member of Research and Award mmittee ; yea; 
sales manager of Chevrolet, suc- David C. Fenner, chairman of Committee on Research "and Deanas; Gems 
ceeding Harry J. Klingler, who be- Conrad Diehl, resident; John F. Havemeyer, executive committee member, 

and Frederick Elliott, executive secretary. 


came general manager of Pontiac. | —@—@—@—_——<——— ES ESS 


Holler is considered the dean of — 

automotive sales managers, having Dealer Gr oups Launch Selita, seamaniis aad contions 
been general sales manager of| Member Drives in Mo. of the Greater St. Louis Auto- 
ee ae longer — any an ST. LOUIS—Drives for new motive Assn., Inc., are currently 
a in the automobile! Missouri members have been engaged in a series of meetings 
: ; “i launched by the Missouri Auto- with directors in each of the 
Holler’s books include “Step Out mobile Dealers’ Assn. and seven districts in the state. The 
and Sell,” “America’s Salesmen,” NADA. plan is for each director to 
“A Fighting Patriot of a Fighting| ~* appoint a county chairman in 
America,” “Service Soldier of a William J. Rasmussen, presi- each of Missouri’s 114 counties 

dent of the Missouri association, 

David E. Castles, NADA direc- 


as part of the company’s $175 
million expansion program. 

The Denver branch area includes 
125 counties and 336,864 square 
miles. Eighteen of the counties are 
in Wyoming. 





Fogg Acquitted 


NEW WESTMINSTER, B. C.—Paul 
Fogg, president of Fogg Motors Ltd.. 
here, has been acquitted of a man- 
slaughter charge by a 12-man jury in 
Assize Court. The charge was in con- 
nection with the death of Leonard 
Ernest Larkin, who was killed Dec. 29, 
1944, when Fogg's automobile crashed 
into the span on the south end of the 
Granville Bridge. 


Civilian Front” and “Selling Amer- to assist the directors in secur- 
ica into Jobs.” ing new members. 











W. R. HUBER Manager, Advertising & Sales Promotion, Gulf Oil Corporation 


°CGulf uses newspapers for two reasons: 1) They are the natural medium in 


which to report on new developments and conditions and to offer solutions to 
current problems, since the news columns of the daily press have done such an 
outstanding job of bringing this kind of information to the public. 2) They 
offer one of the best opportunities to give visible evidence to Gulf dealers of 


continued company support under any or all conditions. ?? 


This advertisement, prepared by the Bureau of Advertising, A.N.P.A., is published by The Columbus Dispatch in the interest of all newspapers 
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Many Changes Listed 
For ’46 Pontiac 


(Continued from Page 1) 


height highlights front and rear 
fender skirts and a wide chrome 
moulding extends along the lower 
edge of the front. skirts and 
through the door sills. 


Car interiors exceed even ap- 
pointments of former years. 

“The new Pontiacs will be 
available in both six and eight- 
cylinder models,” Klingler said. 
“Owners have their choice of the 
type of engine which best serves 
their needs. The difference in cost 
remains negligible.” 

Pontiac lists the following among 
the important engineering ad- 
vances on its 1946 model: 

1. Vacuum Metering Carburetor 

. added on Pontiac six cylinder 
engines gives, in effect, the same 
results as higher octane fuel, it is 
claimed. Dual carburetion, contin- 
ued on eight cylinder engines, pro- 
vides quick pickup and _ greater 
power. 

2. Body ... much attention has 
been directed toward making bod- 
ies corrosion resistant. Sills, doors 
and the underside of floors are 
sprayed with a material which pro- 
tects against rust and corrosion. 
Additional clip retainers secure 
door-bottom weather strips. Stand- 
ard prewar zine die castings are 
specified. Chrome-plated mouldings 
now have a stainless steel or brass 
base. Door sill plates are alumi- 
num; and chrome plating, wher- 
ever used on bodies, has been sub- 
stantially thickened. 

3. Improved Cooling in re- 
designing the outward appearance 
of the front end, Pontiac engineers 
obtained an extra mechanical divi- 
dend. Enlarged grille-openings fur- 
ther improved cooling as much as 
10 degrees lower than the 1942 
model by test, it is said. 

4. Shot Peened Piston Pins . 
Peening the bearing surface of 
piston pins just prior to final grind- 
ing and lapping gives the bearing 
surface thousands of tiny oil pock- 
ets. Tests indicate bearing thus 
treated serves even longer. 

Other mechanical improvements 
listed by Pontiac include: 

Ball Bearing Clutch Release util- 
izing improvements in ball bearing 
design and self - lubricating 
throughout its life Larger 
Clutch on the six cylinder model 

. Improved Intake Manifold on 
the six cylinder model ... Mani- 
fold Heat Valve Bushing assures 
still smoother operation by change 
to high-alloy chrome-nickel, stain- 
less steel. Intake Manifold on the 
eight cylinder model . . . seal im- 
proved at cylinder block port open- 
ings. Exhaust Manifold Heat Valve 
on eight cylinder model re- 
located to provide even quicker 
warmup. 


Huntington Heads 
Morris Plan 


NEW YORK.-—-The election 
Col. Ellery C. Huntington jr., 
President of Morris Plan Corp. of 
America and David M. Milton as 
chairman of the executive commit- 
tee has been announced by Arthur 
J. Morris, founder of the Morris 
Plan Banks, for many years presi- 
dent of the corporation and now 
the chairman of the board. 
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Muffler . longer lasting and 
quieter through thicker shells and 
rearrangement of silencing cham- 
bers. Tailpipe coated with 
aluminum inside and out, looks 
better and, by test, lasts longer. 
New Water Pump Slinger 
brass, protects shaft from stray 
water drops; brass water distribut- 
ing tube resists rust. 

Exhaust Valve Guides . . . with 
deeper counterbores to further de- 
crease possibility of sticking ex- 
haust valves. New Accelerator 
Pedal provides still greater 
stability through steel hinge re- 
placing ball-and-socket type pivot. 

New Five-Inch Rim .. . better 
mounting of tires, spreads tire 
beads additional half-inch to resist 
“rolling.” Higher air volume per- 
mitted cushions against bruises. 
Synthetic rubber’ small parts, 
proved superior to crude rubber 
in contact with oil, gas and water, 
are used. 

Rustproofing all attaching 
parts such as bolts, screws and 
nuts are zinc plated, an important 
service-labor saving item. Gearshift 
Control Shaft Bushing . . . graphite 
bronze, self - lubricating, assures 
ear-life quietness. Better Horn 
Wire Insulation .. . eliminates pos- 
sibility of horn - wire grounding. 
Heavier Rear Spring Brackets. . 
thickness doubled to guard against 
wear and looseness of spring bolts. 
Headlight Dimmer Switch ... 
sometimes affected by extremely 
dusty condition, now dustproof. 
Heavier and more rigid battery 
retainer gives still better support 
and increased battery life. Corro- 
sion resistance is increased by lead 
coating and enamel. 


INTERIOR Polished chrome 
hardware replaces plastic, and fid- 
dleback walnut finish has been 
chosen for the metal panels in- 
cluding the embossed instrument 
control panel. A newly designed 
radio speaker grille centers this 
panel, flanked on the left by the 
chrome-trimmed instrument group 
and on the right by a matching 
clock mounting plate. Embossed 
metal trim panels, in fiddleback 
walnut, extend from the wind- 
shield to rear seat in an unbroken 
sweep. These panels are enriched 
by a polished chrome bead mould- 
ing extending full length. Along 
their lower edge is a three-quarter- 
inch wide escutcheon plate. 

Door panels are trimmed in solid 
neutral tone fabric with a wide 
shadow panel below and parallel 
to the door trim panels. These 
shedow panels are created by 
creases at right angles, producing 
narrow shadow lines and a jewel- 
box effect. Wide chrome moulding 
extends across the door directly 
above the scuff pads. 


Seat backs are upholstered in 
fabrics in plain pillow panel style, 
while seat cushions are covered 
with the same material stretched 
tightly and smoothly across the full 
width of the cushions. 

Both six and eight cylinder mod- 
els have a 122-inch wheelbase and 
overall length of 210% inches. The 
six develops maximum brake power 
horsepower of 90 and the eight 103. 

Colors presently available are 
black, maroon, blue, gray, smoked 
pearl, two-toned gray and two- 


toned blue. 


PONTIAC’S EXPANSION PLANS are reviewed by B. H. Anibal, chief engi- 
neer; S. W. Ostrander, gencral manufacturing manager; H. J. Klingler, general 
manager; F. J. McLaughlin, executive assistant to the general manager, and D. 


U. Bathrick, general sales manager. 
been started. 
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Preliminary construction work has already 
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"46 Pontiac Debut . 


FRONT VIEW of the 1946 Pontiac shows newly designed grilles, relocated 


king lamps and heavier bumpers which wrap around 
oched a are also listed. Pontiac’s goal is 


mechanical advancements 
the first year of full production. 


INSTRUMENT PANEL of the 1946 Pontiac is centered by a newly designed 
radio speaker grille. The chrome-trimmed instrument group is balanced by the 


fenders. Thirty-seven 
a half million cars in 


matching ciock mounting panel. Fiddleback walnut finish is used. 


INTERIOR OF the 1946 Pontiac. Seat backs are upholstered in fabrics in 
pillow panel size. Cushions are covered with the same material stretched tightly 
and smoothly across the full width of the cushions. 


‘Salesmen for Tomorrow 


Book by Studebaker Official Discusses 
Modern Scientific Methods 


DETROIT. — Believing that sell- 
ing is becoming more scientific and 
less inspirational, David R. Os- 
borne, Studebaker’s training di- 
rector, has written a book, “Sales- 
men for Tomorrow -— How to 
Select and Train Them” (Harper & 
| Brothers, $3). 


In the book, Osborne discusses 
modern policies and practices for 
selecting, training and building 
the morale of sales forces. 


K. B. Elliott, vice-president in 
charge of Studebaker sales, says in 
a forward to the book that the fol- 
lowing five factors will increasing- 
ly become part of the calculations 
of all sales executives: 

General widening of the scope 

of sales supervision. 

s) A broad advance in the applica- 
@ cation of scientific methods of 
research in the fields of selecting, 
jtraining, motivating, supervising 
and compensating salesmen. 

Substantial improvement in the 
*” opportunities for salesmen. 
literature of sales management 

- 
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| clear, 
A change in the character of the | valuable 


pl sears 


—in the direction of less flamboy- 
ant and more realistic treatment. 
5 Sales supervision seems sure to 

grow less intuitive and more 
fact minded—governed less by acci- 
dental factors and more by con- 
sidered policy. 

Osborne explains in the book the 
interrelation of these factors in a 
manner which will be of interest 
to all sales executives. 

Points dealt with include op- 
portunities, obligations and bon- 
ers, the career itself, methods of 
reducing mistakes in selecting 
salesmen, compensation plans 
that offer a challenge, influence 
of top management on_ sales 
training, production influence for 
sales foremen, educational influ- 
ences on sales supervision. 

| In addition, the book goes into 
|potential military influences on 
sales leadership, group training to 
develop teamwork, new sales tools 
and planning for tangible results. 

The 225 pages are written in a 

interesting style. It is a 
record for every sales 
leader. 
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Mooney of GM 
‘Is Elected to 


Bantam’s Board 


NEW YORK. — Directors of the 
American Bantam Car Co. las 
week elected James D. Mooney, 
vice-president of General Motors 
Corp., and Jerome P. Bowes jr 
president of 
Bowes & Co., Inc., 
as directors, ac- 
cording to Fran- 
cis H. Fenn, 
chairman of the 
board and presi- 
dent of American 
Bantam. 

American Ban- 
tam denied 
Mooney’s elec- 
tion involved GM 
in any way. Ban- 
tam plans to 
build cargo trailers. 

Mooney was recently released t 
inactive duty as a captain in the 
United States Navy after fou 
years of service. He was originall 
responsible for the organization 
and, later, for the direction of t 
Overseas Operations of General 
Motors around the world. 

During the fiscal year ended Jun 
30, 1945, American Bantam devoted 
its facilities solely to the produc 
tion of war materials. Sales for th¥ 
year were $20,058,734 as compared 
with $16,685,966 for the previo 
year. 

Net profit for the year after al 
taxes was $778,293. The foregoin 
is subject to the provisions of the 


J. D. Mooney 


for renegotiation and recapture b¥ 
the United States government of 
any profits found to be excessivg 

Renegotiation proceedings os 
previous years have been finalized 
and profits deemed excessive i 
those years have been refundea: 
In the 1944 fiscal year net profit 
amounted to $627,922 after prov 
sion of $640,645 for reconversion 
expense and cost adjustments o 
war contracts. 


HELP WANTED 
TRUCK SALES MANAGER. Excellent op- 
portunity for right man. A. W. Boettcher 
Co., 454 E. Fordham Rd., Bronx 5! 
New York City. 


SALES MANAGER 
WANTED 
for 
Large Detroit Chevrolet 
Dealership 


We want a man with a proven rec 
ord of extraordinary success at or- 
ganizing, training salesmen, ang 
making profitable deals in the auto 

mobile business. No limit to poten- 
tial compensation. Box 1068, c/ 

Automotive News, Detroit 26. 


AUTOMOBILE SALES MANAGER, who 
can assume complete responsibility of 300 
Car Dealership. Must be thoroughly ex 
perienced in selling and appraising cars 
have very good personal and business 
reputation. Excellent opportunity for 
right man. Location Cleveland are 
Write Box 1063, c/o Automotive News’ 
Detroit 26. 


LONG ESTABLISHED, PROGRESSIV 
MANUFACTURER of automotive igni- 
tion replacement parts desires service 
representative to call on automotive 
parts distributors and their customers 
Must be free to travel. Technical experi- 
ence necessary. Permanent position; 
salary plus bonus. Write giving ful 
details concerning education, experience 
and salary desired. Box 1064, c/o 
Automotive News, Detroit 26. 


PARTS MANAGER—To assume complete 
charge Chevrolet Parts Department, 
$35,000 inventory. Must know order pa 
procedure, buying, selling, display. Ow 
expansion plans afford excellent oppor- 
tunity for advancement. In reply state 
age present salary, experience, refer, 
ences. Peterson Chevrolet Co., Inc., 
Baton Rouge, La. 





Motor Truck 
Regional 
Manager 


OPENING FOR TWO 
GOOD MEN 


Write Sales Manager 
5780 Federal Avenue 


| Detroit 9, Michigan 
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HELP WANTED 


“ony SHOP FOREMAN—Car dealer in 
; rhe Dalles, Oregon, is reopening com- 
‘ote body and fender shop. Good propo- 
‘sion to Tight party. Position will be 
open about Jan. 1. Write, giving all 
xperience and qualifications. Walther- 
“Hams Co., The Dalles, Ore. 


0 
<nGE AUTO MANUFACTURER needs 
with thorough mechanical and pleas- 
ng personalities to advise dealers on 
service and merchandising probiems. Age 
05-43, Liberal salary. ‘Traveling ex- 
penses paid. Box 1051, c/o Automotive 
News, Detroit 26. 

AUTOMOBILE MANUFACTURER wants 
@ istrict sales representatives with five 
years or more experience in wholesale 
automobile operations for districts in 
several parts of country. High school 
education. Age 30-45. Traveling expenses 
and factory car furnished. Box 1049, 
c/o Automotive News, Detroit 26. 


ANTED — SERVICE MANAGER. For 
> Dodge, Plymouth, Dodge Truck Dealer 
in South Carolina. Good salary and 
bonus. Box 1053, c/o Automotive News, 


Detroit 26. 

GHEMIST — Automotive products. Knowl- 
edge of sound dampening, adhesives, sat- 
urated felts preferable. Desirable that 
applicant be capable of supervising group 
of Automotive Products Chemists. Per- 
manent position with long-established, 
progressive Company having unexcelled 
postwar future. Excellent opportunities 
for advancement for right man. Location 
—Metropolitan New York area. Send re- 
sumes to Box 1065, c/o Automotive 


News, Detroit 26. 
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Are YOU The 
MAN? 


SHERE’S AN INTERESTING and re- 
munerative job waiting for some young 
and experienced sales promotion man, if 
e can bring the two together. 


“THE JOB OFFERS a permanent associa- 
tion with one of the largest and oldest in- 
itutions of its kind in the world, with 
<apital and surplus of over a hundred mil- 
lion dollars; the security that goes with 
permanent and progressive institutions; a 
allenge to a creative imagination; work 
“completely lacking monotony, and salary in 
direct proportion to performance. 


HE JOB KEQUIRES a young, experienced 
sales promotion man who thinks creatively, 
preferably with Ford or other automobile 
experience, capable of designing and writ- 
g all sorts of place-of-sale or ‘‘dealer 
helps’’ and other sales promotional mate- 
rial needed in the merchandising of an 
utomotive service or product. 


"Send complete resume, Box No. 1069, Auto- 
motive News, Detroit 26, Michigan. 





POSITION WANTED 


TTENTION AUTOMOBILE DEALERS. 
Capable, automobile man, 44 years old 
offers services in managerial capacity, 
years of experience in merchandising 
*~ new, used cars and trucks. Thorough 
knowledge all phases of automobile busi- 
> ness. Excellent references. Prefer con- 
—y nection in Michigan, Ohio, Illinois. Write 
Box 1057, c/o Automotive News, Detroit 
26. 


=] SAPABLE EXECUTIVE with 20 years’ 

experience in the automobile business, as 

retail or wholesale manager, general 

manager of large distributorship or deal- 

—y ership, well grounded in sales and serv- 

{ce promotional work, building and su- 

pervising efficient organizations, with 

highest type references for any type 

~ Of automotive activity. Box 1058, c/o 
Automotive News, Detroit 26. 


VAILABLE—Twenty years well rounded 
etl & experience; GM Factory as Sales Pro- 
~ motion Manager, trucks and buses, used 
cars, etc. and General Manager two 
large dealerships. War circumstances 
> cause advertisers availability as General 
Manager or Sales Manager for large 
organization. Eastern U. S. only and 
—_— remuneration on mutually profitable 
basis. Box 1066, c/o Automotive News, 

Detroit 26. 


ENERAL MOTORS ACCOUNTANT & 
OFFICE MGR. Experienced in assuming 
full office responsibility. A-1 references. 
7. 1067, c/o Automotive News, Detroit 





AUTOMOTIVE NEWS, OCTOBER 1, 1945 


CLASSIFIED WANT AD DEPARTMENT 
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TEN CENTS (10c) PER WORD for one insertion or 25¢ per word for 3 insertions. Cash in advance. Count initials and groups of 
numbers as one word. Ads may be signed with your full name and address at regular rates, but if signed “Box No......,in 


Chee Ce eee ee a eT Tl per insertion for this address and extra service as replies are 


forwarded, unopened, the same day received. Display Ads: $7 per inch, tale 


WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, MICH. 





POSITIONS WANTED 


DESIRED—Ten years’ 
Car Distribution, Business and Office 
Management. Now employed, desire to 
make change to Automotive concern. Age 
37. Box 1070, c/o Automotive News, 
Detroit 26. 


experience, Zone 








A Ready Made 
Sales Department 
Available 


Someone needs the combined 
and individual abilities of our 
adaptable and versatile group of 
6 men with 150 years collective 
automotive and other experience 
in sales, distribution, service, 
management; with factory, dis- 
tributor, dealer, and government 
background. 

We think it would be a medium 
sized manufacturing or other 
business with postwar products 
which require an expansion of 
sales and distribution. 


IT COULD BE YOU! 


Box 1062, c/o Automotive News 
Detroit 26 





DEALERSHIP WANTED 


DEALER EXECUTIVE-—Age 35, with out- 
standing record managing large active 
high class General Motors dealership, will 
pay cash for dealership with 500 to 1,000 
new car potential or will buy part inter- 
est. Factory approval assured. Replies 
will be kept confidential. Box 1040, c/o 
Automotive News, Detroit 26. 


FORD ONLY—200 to 400 potential based 
on 1941 sales. R. D. French, 2540 La- 
Mothe, Detroit 6, Michigan. 


DEALERSHIP FOR SALE 


SELLING DEALERSHIPS 3 makes cars, 
also gasoline, storage, recapping, tire 
dealership. Southern town. Price includ- 
ing inventory, equipment, $32,000 cash. 
Deininger, Broker, 12 E. 41st St., New 
York, N. Y. 


USED CARS WANTED 


SEVEN PASSENGERS, limousines, large 
fives; cars must be clean. Prices 
reasonable. McCLINTOCK - CADILLAC, 
Lansing, Mich. 





HUDSON—New or clean used 1942 Con- 
vertible Coupe. Telephone or write Grady 
Motors, Bethesda, Maryland, Wisconsin 
7374. Hudson Dealer. 


USED CARS FOR SALE 


1939 CADILLACS—7-pass. limousine and 
5-pass. sedan, both model 75, both driven 
less than 20,000. Excellent condition. Both 
cars would pass for new. Original U. S. 
whitewall tires, excellent shape. Both 
were originally driven by chauffeurs and 
formerly owned by very wealthy families. 
Will sell below as ts ceiling. Grand Mo- 
tors, Monroe corner Lawrence, Toledo, 
Ohio. Phone Garfield 2222. 


1907 OLDSMOBILE TOURING CAR—Runs 
good, original paint and striping. Price 
$1,500. Kelley Motor Co., Ellensburg, 
Wash. 





asa 


&. 


* SALES MANAGER 


' 


we 


”, 


j 


or | ee 


Dal a 


| 


NEW HAVEN, CONN. 





WANTED... AT ONCE 


* USED CAR MANAGER 
* USED CAR RE-CONDITIONING MANAGER 
New England’s largest Chevrolet dealer is getting ready for an 
unusual postwar business, and is now rounding out an outstanding 
sales and service personnel. We need three top-notch men to 


complete our organization. Men who have had the right training 
and experience to qualify for one of these positions will find: 


SALARY: To outstanding men we'll “TOP” the best pay avail- 
able for similar positions anywhere! 


WORKING CONDITIONS: You'll join a hand-picked, pleasant 


organization, working in complete harmony, with modern, 
up-to-the-minute facilities. 


LIVING CONDITIONS: Beautiful community, known nation- 
ally for its cultural and educational advantages. 


All replies strictly confidential! Write giving full details to 


MR. J. J. COOLEY 
COOLEY CHEVROLET CO. 


158 WHALLEY AVE. 
Tel. NEW HAVEN 5-0101 


USED CARS FOR SALE 


RIP VAN WINKLE FORD—Antique 1917. 
Touring car. Thru 2 wars and still brand 
new. Original in every way. Great ad- 
vertising and showroom attraction. Write 
Princeton, Apt. 235, 3335 W. Diversey 
Bivd., Chicago 47, Ill. 


FIFTY (50) CARS FOR SALE at as is 
Zone 3 ceiling price, all makes, models 
and years. We guarantee freight ship- 
ment within 48 hours. Ask for L. Snow, 
Capitol Motors, Dodge & Plymouth dis- 
tributors, 368 Main Street, Hartford, 
Connecticut. 


ANTIQUE AUTOMOBILES FOR ADVER- 
TISING. Send for list. W. R. Slack, 11 
Hickory Drive, Stamford, Conn. 


USED CARS AT WHOLESALE. 70 used 
cars to be sold at ‘‘as is’’ price, some 
below. Most all makes, 1937 models and 
up including a few 1942 models. Good 
shipping facilities. Buy one or all. Chrys- 
ler Pittsburgh Co., 5625 Baum Blvd., 
Pittsburgh 6, Pa. 


1939-7 PASS. PACKARD LIMOUSINE, 
model 1235. Low mileage, chauffeur 
driven and very well cared for. General 
condition like new. Including six heavy 
duty, 6 ply white wall prewar tires al- 
most new. Fender wells, trunk rack. 
Original black finish. Must see to appre- 
clate. Ceiling price $3,875, our price 
$2,250. Reliable Motors, 334 N. Broad 
St., Philadelphia 2, Pa. 


BUSES 


Ford bus chassis, 1942 
models with Superior bus 
bodies, fully equipped. 


SACRIFICE PRICE 


(Account Death) 


Several Hundred Dollars 
under OPA “as is”’ Ceilings 
for Quick Sale. 


Will sell singly or entire lot. 
Terms can be arranged. 


Wire, Phone or Write 


WAR INDUSTRIES 
TRANSPORTATION CO. 
411 East Mason Street 
Room 414 


Milwaukee 2, Wisconsin 
Phone Marquette 4607 











TRUCKS WANTED 








WANTED TO BUY 
All Makes and Models of New 
Trucks 
Also New Bus Chassis 








WANTED 


New 1942 Dump Trucks, 142-Ton 
Preferably Ford or Chevrolet, But Also 
Mack, International or Dodge 


BOX 1061 


c/o Automotive News Detroit 26 


TRUCKS FOR SALE 


FOUR 1944 KR-11 INTERNATIONAL 
TRACTORS, factory sleeper cabs, 450 
cu. in. motors. Brown-Lipe auxiliary 
transmission. These units are practically 
new, averaging about 50,000 miles each. 


OPA ceiling $6,420 each, our price 
$5,048. Charles A. Farr, 25 Simpson 
St., N.W., Atlanta, Ga. 


1939 DODGE TRACTOR with 1941 Superi- | 20% With Order f.o.b. Springfield 


or Trailer (Refrigerator) 26 ft., both in 
excellent condition. ‘‘As ts’’ ceiling $3,- 
518, our price for quick sale $2,500. 
Brittingham Motors, Salisbury, Md., 
phone 1383. 


<eceeeeeni ECTEE 
HAVE SEVERAL LOW MILEAGE 1942 
Chevrolet 1%-ton cargo trucks with ex- 
cellent tires. Will sell at below ‘‘As Is’’ 
ceiling. George Motor Co., 60 Shrews- 
bury St., Worcester, Mass., Tel. 2-3747. 


FOR SALE: 1939 5-ton Federal tractor, 
10:00x20 tires, air brakes, completely 
equipped. Completely overhauled, includ- 
ing complete new 6MZR Waukesha en- 
gine. This tractor will give a lot of good 


service at very low cost. Scientific Brake | SPRINGFIELD 5 


Service, 304 W. Genesee Ave., Saginaw, 
Mich., Tel. 8179. 


TRUCKS FOR SALE 


FOR SALE: One tank train, 7,000-gallon 


capacity. Consists of 1941 two-compart- 
ment Fruehauf Semi and 1938 three- 
compartment Fruehauf four - wheeler. 
Equipped with 10:00x20 tires and air 
brakes. Price complete—$3,500. Excellent 
condition. Bargain at this price. Also 
one train consisting of 1936 Fruehauf 
tandem, three-compartment, 4,500-gallon 
total, and one Kingham four-wheeler 
3,250-gallon capacity, three-compartment. 
Both equipped with 9:00x20 tires. Very 
good condition. Also one 1939 five-ton 
Federal tractor, 10:00x20 tires, air brakes, 
completely equipped. Excellent condition 
throughout. Scientific Brake Service, 304 
W. Genesee Ave., Saginaw, Mich. 


PARTS WANTED 
WANTED—FRONT AND SIDE GRILLES 
for 1939 V8 Cadillac 7 passenger Tr. 


sedan, model 39 75 Fleetwood. Pinehurst 
Garage Co., Pinehurst, N. C. 


1940 DODGE PLEASURE CAR FRAME, 
new or perfect used one, state price. 
Crescent Motor Sales, 429 Broadway, 
Revere, Mass. 


PARTS FOR SALE 


1942 CHEVROLET 2-door body, less doors 
and windshield. Also two 1942 Plymouth 
coupe doors complete and two 1941 Chev- 
rolet coupe doors complete. 1942 Plym- 
outh coupe body, less windshield and 
doors. Grand Motors, Monroe corner 
Lawrence, Toiedo, Ohio. 


1939 TO 1942 MODEL DODGE TRUCK 
new cab shells also new doors, wind- 
shields and top radiator grilles. McClain 
Motor Co., Bellaire, Ohio. 





HARD TO GET PARTS—Fenders, grilles, 


doors, hubcaps, pedal pads, body parts. 
Write to P. O. Box 70, Dunmore 12, Pa. 


FOR SALE! 


Brand New Parts For 


1942 CHEVROLETS 
RIGHT AND LEFT DOORS 


for 


2-DOOR SEDANS 
SEDAN-DELIVERIES 
BUSINESS COUPES 

5-PASS. COUPES 





a e 2 
REAR DOORS 
for 
SEDAN-DELIVERIES 
e a a 
TRUNK LIDS 
for 


TOWN SEDANS 
SPORT SEDANS 
COUPES 
& * * 
Complete Front and Rear 
SEAT ASSEMBLIES 
for 
2-DOOR SEDANS 
BUSINESS COUPES 
5-PASS. COUPES 


Also a Large Stock Of 


DOOR & WINDOW GLASSES 
& GARNISH MOULDINGS for 
2-DOOR SEDANS & COUPES 


Subject to Prior Sale 


Cooley Chevrolet Co. 
158 WHALLEY AVE. 
NEW HAVEN CONN. 





TIRES FOR SALE 








Tires for Sale 


GOOD RECAPS 


600 x 16 — $8 

650 x 144 — $9 

700 x 16 — $10 
GOOD USED TIRES 
$5 each — all sizes 


In Lots of 50 Tires Deduct 10% 





Truck Tires 
For Sale 


USED AND RECAPS 


all sizes 
30% Off Ceiling Price 


MAC’S TIRE SHOP 
1189 COLUMBUS AVE. 
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A NEW WAY 


TO PICK THE RIGHT MEN! 


el 


ou can know before you hire, infor- 
mation which frequently doesn’t come 
to light for months or years after- 
wards. 


The qualifications of every person in 
your employ, both for his present job 
and for future development can be un- 
covered by the use of scientifically de- 
veloped aptitude tests which you can 
give in your place of business. 


Your name and address on the margin 
of this ad or your letterhead will bring 
full information. 


EXECUTIVES SELECTION & 
TRAINING INSTITUTE 


956 Maccabees Bldg. TEmple 1-1551 
Detroit 2, Michigan 





BUSES FOR SALE 


TWO BRAND NEW 1945 Ford school bus 
chassis, equipped with Blue Bird 60-pas- 
senger school bus bodies, delivery f.o.b. 
Jacksonville. Priced at OPA ceiling. Don- 
ald Neese, Tel. 9-2757, 1917 Biscayne 
Boulevard, Miami! 36, Florida. 


1942 DOMGE BUS—Alir brakes, new mo- 
tor, $2,100; 1940 White, 29 adults; 1940 
International school bus, $1,100; 1942 
Pontiac 15-passenger sedan bus, all be- 
low OPA. ‘‘As ts’’ celling, pictures avail- 
able. McLaughlin Bus & Equipment Co., 
1224 N. Main St., Providence, R. I. 
Manning 5852, or Blackstone 0986. 


atest ced tieeeaeeieaticenanee er eamtemtarnnen er dinimmmniatinn 

BUSES FOR SALE—Two 1942 Chevrolets, 
36 adult passengers, 45 with jumper. One 
1942 Chevrolet, 32 passenger, mohair re- 
cliner seats with air brakes. One 1943 
Chevrolet, 33 adult passengers. One 1943 
Chevrolet, 40 adult passengers. One 1940 
G.M.C., 32 adult passengers. For addi- 
tional information and prices write N. 
Willis Garage, Mercer, Pa. 


1937 BECK, 25-pass. 1942 Studebaker, 41- 
pass. 1938 Diamond T, 29-pass. 1941 
Carpenter Metropolitan Coach, Buick- 
powered, 33-pass. Several others. V-K 
Bus Line, 2821 Oledel, St. Louis, Mo., 
Victor 2-5351. 


Seamer 

TWELVE WAYNE FORTY-PASSENGER 
BUSES with K-7 International chassis, 
good condition and rubber. Put in use 
1942 and 1943 as city buses, being re- 
placed with integral type—Price $1,750. 
Fletcher Motor Sales, Inc., Jackson- 
ville 2, Fla. 


11 REGULAR AND 25 SEMI TRAILER 
BUSES for sale at considerably below 
‘“‘as is’’ ceiling prices. Majority of buses 
are 42 and 41 models in fine mechan- 
ical conditions. Tractors are Chevrolet 
and GMC 41 model cab over engine. 
Will make attractive price to exporters 
on lot. Murphy Motor Co., 3737 Broad- 
way, Oakland, Calif. 





SHOP EQUIPMENT FOR SALE 


casei cane eile et needa 

1 WINKLER COAL STOKER—Model 20 
S.F. complete with drive units, serial 
number 49000, used two seasons. Make 
bid. Write Delaware Motor Sales Co., 
1606 Pennsylvania Ave., Wilmington 6, 
Delaware. 





ADJUSTABLE PARTS BINS. Two weeks 
delivery. Write Sperber Mfg. Co., 1811 
Trombly, Detroit 11, Mich. Free descrip 
tive catalog. 


THREE ALEMITE PORTABLE air-op- 
erated grease dispensing units — one, 
chassis; two, gear oil. Thompson Magna- 
liner wheel alignment outfit. R. L. Mon- 
crief, RD2, Willoughby, Ohio. 


ACCESSORIES WANTED 











WANTED - WANTED - WANTED 
NEW AUTO BADIOS & AUTO HEATERS 
Need unlimited quantity of NEW Auto 
Radios and Heaters (Stewart-Warner 
line and dash type hot water heaters). Wil! 
pay cash. Write full particulars, price, 
quantity, makes, etc. 

MANHATTAN AUTO & RADIO CO. 
1706 7th St., N.W. Wi mC 


i 








. Inc., 800 Commerce St., Lynch- 
burg. Virginia. 


FOR SALE: Large outside neon CHRYS- 
LER - PLYMOUTH sign. Lee West, 
Greenfield, Ohio. 


AUCTION 


BEN FISHEL AUTOMOBILE 
AUCTION COMPANY 


at 10:30 a.m. 
Every Tuesday — Rain er Shine 


Used Cars and Trucks on Hand 
At All Times 














FOR DEALERS ONLY 





WE BUY WE SELL WE SWAP 
COME BUY COME SELL 


Phones 127-128-501 
2112-14-16 Sycamore 8t. 
Cairo, DL 
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THERE WERE eleven hun- 
gry kids in our family when I 
left the farm. Mother cried, Dad gave 
me a five dollar bill, the rest of the kids hol- 
lered goodbye as the train pulled 
out of the station. 


“T'll never forget that 
first night in the big city. I 
sat on the edge of my bed 
and felt pretty homesick. 
The landlady had said 
she'd trust me for one 
week's board. So, tomor- 
row I must get a job. 


“After two days of 
despair I saw some lights in 
a little shop near the room- 
ing house. I went over. Some 
men were fixing a boiler. I was 
scared, but I asked the boss for a job. I couldn’t believe 
my ears when he said. ‘We need a 
handy man, come around tomor- 
row. I came around alright, 
and I stayed ten months. 


- got to be quite a 
machinist. I moved in- 
to a lot of different 

jobs for many years. I 

traveled all over the 

Middle West. I liked to 

be on the move. The big- 

gest thrill I got was doing 

a some work for the famous 
Wright brothers in their litthe Dayton machine shop 
where they were building their first airplanes. People 
thought they were crazy, but they didn’t seem so to me. 


tone tat =i, 
Settled Dow" 


Reading time: 1 minute, 58 seconds 


“My sideline in those days was boxing. I 
saved quite a bit of 

prize money. On one of 
my trips to Detroit I saw 
the town was beginning 
to boom and that auto- 
mobiles had come to 
stay. I decided to stay 
too. I got a job in a 
big automobile plant 
and thought about 
getting married and 
settling down. 


“As soon as I got 
the feel of the 
automobile business I wanted to get 
in it for myself. I quit boxing, got 
married, and on the side I bought 
some used cars. I fixed them, 
cleaned them and sold them 
fast. I liked handling cars. I 
quit my other job, 
and in a single 
year sold 420 
used cars. I was * 
settling down alright, I was a family 
man. I was in business. 


“Then Mr. Chrysler brought out 
his marvelous new car. Boy, did I like 
that car. And Mr. Chrysler was look- 
ing for dealers too. My machinist 
training and my car experience now came in mighty 
handy. Instead of used cars, I now bought and sold those 
beautiful new Chryslers, and then Plymouths. Except for 
the war that’s what I’ve been doing ever since. The future 
is even brighter than the past for Chrysler-Plymouth 
dealers. I’m sure glad I’m one of them.” 


THIS is another true story from the records of the 
Chrysler Corporation, a story of individual initiative and 
enterprise in a free country. When the war came this 
distinguished Chrysler dealer converted a large portion 
of his fine establishment to the needs of war production. 
Now that the war is over he is ready to sell new Chrysler- 

Plymouth cars again, with thousands of friends 
and a fine record backing him ub. 


CHRYSLER CORPORATION 


PLYMOUTH *« DODGE * DE SOTO 
CHRYSLER * DODGE Job-Rated TRUCKS 


Listen to ‘‘The Music of Andre Kostelanetz’’ 
with leading Personalities of the Entertainment World 
as Guest Stars, Thursdays, CBS 9 P.M., E.T 


See Tinas MORE BON OD § 
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